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Automotive Steel Buying 
Heartens Producers; Ford 
Expected in Market Soon 


Chevrolet, With February Schedule of 55,000 Units, 
Is Best Buyer at Present; Increase Predicted 
In Next Sixty Days 


Detroit, Feb. 21.—Representatives of the steel com- 
panies here find cause for considerable encouragement in 
the buying that is being done, in spite of the bank mora- 
torium and the strikes which have seriously held back pro- 
duction. It has been automotive buying which was largely 
responsible for lifting production by the steel industry to 
about 20 per cent of capacity, the highest level in several 

(Oe 


months. a 
Steel men here feel that within STOEKEL’S BURE AU 
SAVED $350,000 IN 1932 


the next sixty days stee] buying will 

assume a sufficient volume to make 
the industry look better than it has 

Hartford, Conn., Feb. 21 (UTPS). 

—The Connecticut Department of 

Motor Vehicles will return approx- 


in more than a year. 
imately $350,000 of its 1931-1933 ap- 


Chevrolet is probably the most 
important buyer of steel at the pres- 

propriation to the state treasury as 
a result of economies effected dur- 


ent moment, with a minimum pro- 

duction of 55,000 planned for Feb- 

ruary. While the Ford Motor Com- 

pany, which was just beginning to 

place orders for steel when the 

strike . an at the Raw yest, 

drop out of the marke mpo- 

rarily, it has now begun to buy ing the past two years, it was 

again. Steel men here say that |!earmed here today. 

Ford purchases will increase rapidly | Economical supervision of the de- 
partment’s automotive equipment, 
with a reduction of the number of 
cars im use and the restriction to 
minimum of the use of cars essential 
to the adequate enforcement of the 
law is one of the four major savings 

cited by Commissioner of Motor Ve- 


during the next sixty days. 
hicles Robbin B. Stoekel as having 


Ford is buying a considerable 
amount of material from outside 

made the saving possible without 
jeopardizing the efficiency of the 


suppliers which formerly was pro- 
duced in its own plants. The real 
volume in this buying will begin in 
March and should increase steadily 
from then on. It is believed that 
the new small Ford model, which is 
to be the volume car of the 1933 

department. Adoption of a new and 
smaller type of marker plate, sav- 
ings in supplies, and the efficiency 
of A. Edward Brown, purchasing 
agent for the department are among 
the other savings cited by the com- 
missioner. 


Ford Lists 






































much before the first of May. This 
small model was set for presentation 
on April 1, but the recent strike will 
probably delay the announcement by 
nearly a month, 

Detroit sees the recent announce- 
ment that Ford was not contributing 
to local advertising being done by 
its dealers as a confession that the 
manufacturer is saving all his am- 
munition to put a whirlwind adver- 
tising campaign behind the - little 
fellow late in April or in May. 


CALL TOLEDO SHOW 
SALES SATISFACTORY 


Toledo, O., Feb, 21.—Toledo’s 
twenty-fifth annual automobile 
show, which has just ended a week 
of daily exhibitions, has been pro- 
nounced a success by the show offi- 
cials and exhibitors. 

Dealers and distributors expressed 


the first definite intimation th 


on this new four-cylinder, 112-inch 
wheelbase passenger car line: 
2 Roadster 


eee eee meee eee ee eeee 


particular satisfaction with the de-|5 Phaeton ........-++s+eeeeeee 445 
. gree of interest manifested by visi- 2-4 Roadster (R. S.)...... cocee 450 
tors to the show this year, declaring |2-4 De Luxe Roadster ......... 460 
it to be more pronounced than 5 De Luxe Phaeton ......... eee 495 
the interest evidenced a year ago. |2-Pass., 3 Window Coupe...... 440 
It was reported that during show |2-Pass., 5 Window Coupe ...... 440 
week orders for about 75 new cars|5 Tudor Sedan ........+.+++++> 450 
Were received by the dealer and dis- | 2-4 Coupe, 3 Window (R. S.).. 465 
tributor organizations. In addition, |2-4 Coupe, 5 Window (R, S.)... 465 
dealers and distributors reported |2 De Luxe Coupe, 3 Window... 490 
that their salesmen contacted many |2 De Luxe Coupe, 5 Window... 490 
“good prospects” or persons ad-|5 De Luxe Tudor Sedan ....... 500 
vanced to the stage where they had |5 Fordor Sedan ............+++. 510 


2-4 De Luxe Coupe, 3 Window 


decided on the type car they will 
(R. 8.) 


buy. 


eee e ewe eee eeeeee 


Thomas J. Cooper, secretary of 2-4 De Luxe Coupe, 5 Window New Old |large lists of prospects were ob-| ment schedules at the plant of the 
the Toledo Automotive Trades’ As- TR. S.) vseeeeeeeeeeeeeeeees 4 Price Price | tained. Delco Appliance Corporation, a sub- 
sociation and show manager, said |2-4 Cabriolet ..........+++++. ++ 535 | Chassis ..........0000. $470 - $470 | The fact that a small admission |sidiary of the General Motors Cor- 
that the total attendance for the |4 Victoria ..........cceeeeceves 545 | standard Closed Cab; charge was made was declared an | poration here. 
week was approximately 30,000. This |5 De Luxe Fordor Sedan ...... 560/ Express .......00e000: 635 645 |advantage by George Stout, one of| The North East division, manu- 
figure, he said, is slightly less than; Safety glass available throughout |standard Closed Cab, those in charge of the show. It kept| facturing automotive electrical 
the total attendance a year|coupes at $15 extra, sedans $20 ex-/ Express with Plat- those not interested in buying a car| equipment, is particularly busy at 
ago. Toledo experienced inclement/tra. All de luxe models carry 4/ form Body........... 610 615 |away and left the floor exhibits to| this time, some departments working 


safety glass throughout as standard 
equipment. 


weather several nights during show 
week. 


A National Newspaper for Every Branch of the Industry 


Automotive B aily News 





Cars and Commercial Models 


Detroit, Feb. 21.—Ford today announced prices on its 
new four-cylinder passenger car and commercial car lines 
on a 112-inch wheelbase, known 


car line would be continued; many people had assumed that 
the four would be relegated to the commercial car line. 
The following is the list of prices ®———_ 
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New Car Sales in Metropolitan 
N. Y. Area Top January, 1932 


DODGE CELEBRATED 
VALENTINE'’S DAY 
WITH 604 ORDERS 


Detroit, Feb. 21.—On the calendar 
mounted over the desk of A. van- 


DerZee, general 
#.sales manager of 
= Dodge Brothers 
Corporation, Feb- 
ruary 14 is marked 
as one of the 
red- 


$12 Per Year. 





Industrial and Commercial Cente Centers Generally Show 
Upward Trend in First Reports 
For 1933 Sales 


New York, Feb. 21.—Sherlock & Arnold, official com- 
pilers of registration figures for the metropolitan district of 
New York, have just informed Automotive Daily News that 
January sales in this key territory exceeded those of the same 
month last year by nearly 500 units. Total sales in this dis- 
trict, which includes the city of New York and outlying areas, 
in January, 1938, were 7,525, as against 7,064 in January, 
salpenndgthienosscsnacenetsengiiansiepetetanamnmameamnmmeneengip 


19382. 
A. L. M. M. MEETING Up to the thirc week of the 
OPENS IN NEW YORK 


month sales were lagging, but the 
New York, Feb. 21—Members of 


final days showed a spurt which 
made this notable gain possible. 
The fourth week of January, 1933, 
showed sales of 2,739 vehicles, 
against 1,925 in the same period of 
the American Institute of Mining | last year. 

and Metallurgical Engineers began 

their four-day annual meeting here 

yesterday. A few papers of interest 

to automotive engineers appear on 

the technical program, but these are 


Readers of Automotive Daily 
News will note this sales gain in 

confined largely to metallurgical 

subjects. 


the largest metropolitan area with 
interest, following, as it does, gains 

Among the newer materials dis- 
cussed is a hardened, chilled, nickel- 


in other large city areas, previously 
announced in this newspaper. 

chromium cast iron, described in a 

paper presented today by Dr. P. D. 




















rate recalling the 
bright days of '28 
and '29. To be 
specific, Dodge 





A, vanDerZee 
dealers turned in orders for 604 
Dodge and Plymouth passenger cars 
and Dodge trucks. 

“Viewed in the light of present- 





(Continued on Page 2) 


STUDEBAKER TRUCK 
SALES TOP LAST YEAR 


South Bend, Ind., Feb,.21.—A gain 
of 65.6 per cent. in retail deliveries 
of Studebaker trucks during Janu- 
ary, 1933, over December, 1932, was 
announced here today by C. H. 
Wondries, vice-president in charge 
of the Studebaker truck division, the 
White Company. 

It was also stated that January, 
1933, Studebaker truck deliveries 
were 85 per cent. greater than those 
of the same period of 1932. 


Prices on 4-Cyl. 


Cook county, Illinois, which means 
Merica and J. S. Vanick of the In- 


Chicago, snowed January, 1933, sales 
ternational’ Nickel Company. It is 


of 3,216, against 2,629 in the same 
month of last year. Wayne county, 
believed that this material may find 
some limited automotive applica- 


Michigan, which means Detroit, had 
January sales of 2,375, compared 
with 2,027 a year ago. Cleveland, 
O., had the best sales period in 
thirty-eight months, showing 1,023 
tions because of its extreme hard- | 54les, against 928 in January, 1932, 
ness and toughness. Louisville, Ky.; San Antonio, Tex., 
Several other papers dealing with and many other cities showed defi- 
ferrous metals are on today’s pro- 
gram, but the majority of these are 
of more direct interest to producers 
of the metals than to consumers. 
Two dealing with copper steels are 


nite gains. 
included, On the Institute of Metals 


Scattering returns on sales during 
the first half of February show some 
Division program for today are nu- 
(Contnued on Page 7) 


places increasing their sales and 
others falling back somewhat. San 
Antonio continued the upward trend 
begun in January. Louisville, Ky., 
did not do quite as well and Cleve- 
land seemed to be just about holding 
its own. 


AMERICAN CHAIN CO. 
TO EXCHANGE STOCK 


New York, Feb. 21—The Ameri- 
can Chain Company, Inc., yester- 
day announced a plan under which 
holders of its outstanding $3,843,500 
ten-year 6 per cent. sinking fund 
debentures, due April 1, are request- 
ed to deposit their holdings in ex- 
change for a new issue of $4,804,375 
of five-year first mortgage and col- 
lateral trust 6 per cent. bonds, In- 
terest due April 1 on the debentures 
will be paid at the time of deposit. 

The plan provides for issuance of 
$1,250 principal amount of the new 
bonds in exchange for each $1,000 
principal amount of debentures de- 
posited under the plan; and $625 
principal amount of new bonds for 
each $500 debenture deposited. 











‘BIRMINGHAM SHOW 
DRAWS 5,000 VISITORS 


Birmingham, Feb. 21 (UTPS).—In 
spite of the worst weather in Bir- 
mingham since the World War the 
Birmingham show was declared a 
success. Rain, snow, sleet and ten- 
degree weather didn’t keep people 
away from the Municipal Audi- 
torium, 

The show was for three days only 


as the Model 46. This was 
at the four-cylinder passenge 


New Ford commercial car models 
equipped with four cylinder engines 
will be known as the Model 46. 
These units will be available on 112 
inch, 131 inch and 157 inch chasczis 
priced as follows: 


112-INCH CHASSIS 


Bd ae this year and a small admission of 
rice ce 
acs gasoP*)10 cents was charged, the procesds| DBILC() ROCHESTER 
going to the Anti-Tuberculosis Ae- 
Sedan Delivery ........ 520 
Closed Cab Pickup..... 430 $435 | sociation. PLANT STEPS UP 
Standard Panel Delivery 510 520 A crowd of around 5,000 paid ad- 
Le Luxe Panel Delivery 530 540 | missions filed through the doors. A 


Rochester, N. Y., Feb. 21.—Com- 
mitments for equipment for new 
models have resulted in.a material 
increase in production and employ- 


Eight-cylinder engine available at 
extra cost of $50, plus 78 cents tax. 


131-INCH WHEELBASE 


number of sales were closed during 


the show, some of which were prac- 
tically sold before the show, and 










those who were interested enough 
in the new models to pay to get in. 





(Contnued on Page 7) (Continued on Page 7) 















Competitive Prices in the 
1933 Four-Cylinder Field 































HOW THEY STACK UP IN THE LOWEST PRICE FIELD 


Competitive Prices in the Six and Eight Cylinder Field 
Showing Cars With a Base Price Less Than $700 
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*De Luxe coupe without 


rumble seat. 
| FINANCIAL NEWS 





DODGE CELEBRATED 
VALENTINE’S DAY | 
WITH 604 ORDERS 


(Continued from Page 1) 


day conditions—which according to 
our findings hold their own where 
they do not actually show improve- 
ment—these orders mean a good 
day’s business,” comments Mr, van- 
DerZee, who adds: “The circum- 
stance that these orders are not due 
to accumulation, special effort, or 
the introduction of new models, is 
not without significance. Our own 
optimistic attitude is certainly 
shared by our dealers whose sales 
show a steadying increase since the 
new, low-priced Dodge and Ply- 
mouth Sixes were introduced two 
months ago. 

“For instance, Dodge dealers’ 
sales for twelve consecutive weeks 
ended February 11 were 43.2 per 
cent. ahead of the corresponding 
1931-32 period. Sales this year to 
date exceeded sales in the same 1932 
period by 41.7 per cent. 

“January sales in metropolitan 
centers are considerably ahead of 
last year—in Chicago 58.2 per cent., 
Minneapolis 71.4 per cent., Mil- 
waukee 200 per cent., Detroit 226 
per cent., etc.” 





LIBBEY-OWENS-FORD 


Toledo, Feb. 21.—Libbey-Owens- 
Ford Glass Company reports for 
1932 net loss of $295,019, against net 
loss of $1,098,195 in 1931. The com- 
pany showed a profit in the final 
quarter of 1932, having reported net 
loss of $438,907 for the nine months 
ended September 30. 

The balance sheet, as of Decem- 
ber 31, shows an increase in cash 
and government securities of $1,237,- 
582 during the year, in addition to 
which the company purchased $921,- 
500 of its own 5 per cent. gold notes 
in advance of maturity. Current 
assets at the end of 1932 totaled 
$7,812,845, compared with current 
liabilities of $879,127, a ratio of ap- 
proximately 9 to 1. 





AMERICAN CHAIN 


Bridgeport, Conn. Feb. 21.— 
American Chain and _ subsidiaries 
for 1932 show net loss of $2,986,438 
after taxes, depreciation, amortiza- 
tion, interest and other charges, 
comparing with net los§ of $2,183,457 
in 1931. The report is certified by 
independent auditors. 


WESTERN AUTO SUPPLY 


Kansas City, Feb. 21—Western 
Auto Supply reports for 1932 net 
profits of $498,583, after charges and 
Federal taxes, equal to $2.54 a share 
on combined 195,961 no-par shares 
of Class A and B common stocks. 
This compares with $55,638, or $2.83 
a share, on combined Class A and 
B shares in 1931. 


THERMOID 


Trenton, N. J., Feb. 21.—Thermoid 
and wholly owned subsidiaries show 
for 1932, as certified by independent 
auditors, net loss of $199,868, after 
depreciation, interest, etc. In 1931 
company reported profit of $163,413 
after depreciation, interest, etc., no 
mention being made of Federal 
taxes. 





TWIN COACH AND FIAT 
IN LICENSE AGREEMENT 


Kent, O., Feb. 21.—F. R. Fageol, 
president of the Twin Coach Com- 
pany, has announced the consum- 
mation of a license agreement with 
Fiat Societa Anonima of Turin, Italy, 
whereby the latter company will 
manufacture, under license, Twin 
Coach buses, trolley buses and other 
products for sale in Italy and south- 
ern Europe. 

Fiat is one of the largest in- 
dustrial concerns in Europe, well 
known in automotive, aviation and 
munitions fields, It is understood 


that drawings and other engi- 
neering data have already been for- BRIDGEPORT MACHINE 
warded to Fiat and they intend to Bridgeport, Conn. Feb. 21.— 


Bridgeport Machine shows for 1932, 
as certified by independent auditors,, 
net profit of $44,744, after taxes, in- 
terest, etc., equal after allowing for 
full dividend requirements on the 7 


| 
per cent. preferred stock, to 5 cents 


begin production on Twin Coach 
models within a short time. 


CHINESE CAR MARKET 
IMPROVED DURING 1932 


Washington, Feb. 21.—A 30 per 
cent. increase in imports of pas- 
senger cars into China and a gain 
of 24 per cent. in replacement parts 
during the first eleven months of 
1932 is indicated by preliminary re- 
turns received in the automotive 
Givision of the Department of Com- 
merce. The motor truck trade de- 
clined by 12 per cent. 

The United States continues to 
hold first place in Chinese automo- 
tive exports, with Great Britain in 
second place. Competition from 
the latter source is keen, due to ex- 
change levels which are adverse to 
the United States. Out of 2,768 
passenger cars imported, 1,699 were 
American makes. 


LIPOWICZ HONORED 

Buffalo, Feb. 21.—Edmund Lipo- 
wicz has been elected president of 
the Broadway-Fillmore Business 
Men’s Association, one of the larg- 
est and most influential trade 
groups in this city, Mr. Lipowicz is 
treasurer of the Lipowicz Motor 
~orporation, 





a share on 149,500 shares of common 
stock outstanding. 


GENERAL ELECTRIC 


New York, Feb. 21—The commit- 
tee on securities of the New York 
Stock Exchange ruled that transac- 
tions yesterday in common stock of 
the General Electric Company and 
in common and preferred stocks of 
the Westinghouse Electric and 
Manufacturing Company should be 
ex-dividend and that all due bills 
must be redeemed on Friday. Both 
companies paid dividends in stock 
of the Radio Corporation of Amer- 
ica on the classes of stock specified. 


GOODYEAR 

Akron, Feb. 21.—Goodyear Tire 
and Rubber of Canada reports for 
1932 net profit of $717,775 after 
charges, taxes, depreciation, etc. The 
preceding report was for fifteen 
months ended December 31, 1931, 
and showed net profit of $1,702,986. 


ALLEGHENY STEEL 
Pittsburgh, Feb. 21.— Allegheny 
Steel reports for 1932, as certified 





a ee et 


PE ME SE NE 8 


*Nash Five-Pas., Four-Door, Four-Window Sedan. — 







by independent auditors, net loss of 
$1,052,080 after taxes, depreciation, 
etc. This compares with net profit 
in 4931 of $50,228, equal to $1.50 a 
share on 33,426 shares of 7 per cent. 
cumulative stock. 


WESTINGHOUSE 


Pittsburgh, Feb. 21.—Westinghouse 
Electric and Manufacturing Com- 
pany has mailed to stockholders the 
dividend of a half share of Radio 
Corporation of America for each 
share of Westinghouse preferred and 
common shares declared January 11. 
The Stock Exchange ruled that 
Westinghouse shares should be trad- 
ed ex-dividend yesterday and that 
due bills be settled on Friday. 

Transactions in General Electric, 
which is paying a dividend of one 
share of Radio for each six shares 
of General Electric, were also ruled 
ex-dividend yesterday by the New 
York Stock Exchange. Similarly, 
due bills are to be settled on Friday 
by the Exchange's order. 


OREGON EASES PAYMENTS 
FOR AUTOMOBILE LICENSES 


Portland, Ore., Feb. 21.—The Ore- 
gon Legislature just passed an 
emergency measure so that car 
owners, by the payment of $2.50, may 
operate their cars from now until 
June 30. The Oregon motor license 
is comparatively high priced, so that 
many automobile owners have not 
been able to afford a license to 
operate their cars this year. The 
secretary of state figured that this 
emergency measure will bring out a 
lot of cars stored in garages and 
thereby add to the gasoline tax 
monies. 

The Legislature is also considering 
a permanent automobile license 
plate, which, it is estimated, would 
reduce the expenses of the motor 
vehicle department by more than 
$100,000 in five years. Under the 
plan, a car would be cquipped with 
new plates only once every five 
years. Each year a small insert plate 
would be issued bearing the numerals 
of the year for which it was issued. 








CANADIAN A. T. A., LTD., 
ELECTS NEW OFFICERS 


Toronto, Canada, Feb. 21 (UTPS). 
—Officers of the Automobile Trade 
Association, Ltd., have been elected 
for the year 1933-34, as follows: 
President, A. F. Cunningham of 
Toronto Durant Company (re- 
elected); past president, W. A. Cain, 
Reo Motor Sales Company of 
Toronto; vice-president, A. A. Walk- 
er, Hudson-Essex-York, Ltd.; treas- 
urer, W. L. Cowan, Packard Ontario 
Motor Car Company; secretary, M. 
|}A, Chadwick; directors, A. D. 
O'Donnell of O’Donnell-Mackie, 
Ltd.; Wallace Murdock, Ford Motor 
Car Company; R. L. Anderson, Mc- 
Laughlin Motor Car Company; H. 
E. Given, Pierce-Arrow Motor Car 
Company; W. S. Giles, Giles, Rice 
& Peters, Ltd. 

TEXAS LICENSE CHANGE 
AMENDED IN COMMITTEE 

Austin, Tex., Feb. 21.—Registra- 
tion of passenger automobiles, re- 
gardless of size or weight, was placed 
at $6 as a result of a committee 
amendment at a recent meeting of 
the House committee on highways. 
The bill, by G. W. Rollins, placed 
the registration fee at $5. 
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| Colored Show 
* 
| Hazing the Horsey 
* * * 
On the Coast 
7 7” - 


Denver Shows ’Em 
* * + 


Chris Sinsabaugh 


Detroit Editor 






OMETHING for the book. An automobile show for col- 
ored people! Such an exhibition was held in Detroit last 
Sunday at the Forest Club, a negro organization at Forest 
and Hastings, a one-day affair which, it is reported, brought 
out a large attendance at two bits per person. 
Unfortunately, the show came and went before your 
reporter knew it was on the schedule, so a list of exhibitors 
was not secured. However, I am told that practically every 
one of the makes in the low-priced and middle-priced brackets 
was displayed. Furthermore, my scout informs me, there 
is an association of colored automobile salesmen in this town, 
which was the instigator of the show, probably the first ever 
held for the colored people. 


* « * 


WITH LEE OLDEIELD and his Pak-Age-Car fresh in 
my mind, I had a chance to add to my knowledge of this par- . 
ticular branch of the automobile industry when I crossed 
paths with John Nicol, president, and J. V. McKeogh, sales 
manager, of Continental Divco. 

Slowly but surely those who manufacture these house- 
to-house motorized delivery vehicles are making progress, 
and Divco is quite proud of the headway it has gained. There 
are eighteen types of these vehicles, made by fifteen manu- 
facturers, including Diveo, Pak-Age-Car and a couple of 
Studebaker units. The lot of them sold something like 1,500 
vehicles last year, but the long, long trail is still awinding. 
While about 20 per cent. has been motorized, there still 
remains something like 100,000 milk routes in this country 
which depend on horses for motive power. There are 150,000 
horses used on them, for your up-to-date milkman carries an 
equine spare. 

* 7 * 

SALES MANAGER M’KEOGH cited one example of 
the saving effected by the use of Diveo. He told of a Chicago 
milkman who replaced twenty-four horses with Divcos, which 
cut $472 a month off the pay roll and —— milkman’s opera- 
tion cost jumped from a slight loss with the horses to a profit 
of $300 per month. ; . 


FROM HARRY C. ELLIOTT of San Francisco, Oak- 
land.and Los Angeles, advertising counsel, who stopped off 
in Detroit to close with Grace & Holliday to handle Conti- 
nental publicity on the Pacific Coast, I pick up gossip about 
what’s going on in the Far West. . 

Billy Hughson, in point of years of continuous service 
the oldest Ford dealer in the country, continues active in 
dealer association activities out there. As president of the 
San Francisco Motor Car Dealers’ Association, he was one of 
the prime movers in the Bridge-the-Bay movement at the 
Coast city. 

As the result of the work of Hughson and other public 
spirited citizens San Francisco is to have two bridges, one 
across the Golden Gate to Sausalito on the north, the other 
to Oakland on the east. The public work starts immediately, 
part of the $100,000,000 to be expended coming from the 
R. F.C. The bridge projects, it is declared, assure San Fran- 
cisco a good business during 1933. 

a « oa 


GEORGE WAHLGREEN (Gee, I knew him when he 
published Cycling West in Denver and you know how far 
back that is) made a success of the recent San Francisco 
show, Elliott advises. It was the seventeenth under his man- 
agement, almost putting him in the Sam Miles class, 

Wahlgreen declares the 1933 affair was the most suc- 
cessful since 1929. Dealers reported an increase in sales and 
many new dealer contracts were signed. This show report 
further confirms reports from the West, my informant says, 
that San’ Francisco is in sound financial condition, with a 
good outlook for automobile sales during the spring months. 

ok + ok 


IT BEGINS TO LOOK as if the Michigan Legislature 
will put through the bill that will permit car owners to make 
their tag payments in two installments, semi-annually. 
Edenburn, mouthpiece of the industry at Lansing, is expect- 
ing the measure to go through soon. If it does a sticker on 
the windshield will let the owner use his 1932 tags for the 
first half and the new 1933 plates will be issued on final 
payment. 


* 
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Retail Salesmen 





This department is devoted to the interests of the retail sales divi- 


sion of the industry. 


Salesmen, this is your department. 


Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


{It wants you to pass on 


your own experiences, success, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. 


Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


you commissions. 


Dealers read this page. Give 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t, 


PLYMOUTH HAILS CHAMPION 
SALESMEN 





There 


are champions among “the Chrysler 





salesmen in 


the United States—Plymouth champions—exactly 285 of 


them. They are the Chrysler 


salesmen who made the Plym- 


outh yardstick honor roll, consisting of 523 champion Plym- 
outh salesmen—the leading volume producers in thirteen 
national areas during the year 1932. 


The fact that nearly 55 per cent. 
of the national Plymouth champions 
were Chrysler salesmen is not the 
only interesting record that men of 
the Chrysler division established 
in 1932. There are several other 
records as well, and altogether they 
constitute a high mark at which to 
aim during the current year. 

Here are the 1932 Plymouth 
records that Chrysler salesmen made 
and will have to work hard to bet- 
ter this year: 

1. First place in total Plymouth 
Sales was won by a Chrysler sales- 
man in seven of the thirteen na- 
tional areas. 

2. Second place in total Plymouth 
Sales was won by a Chrysler sales- 
man in seven of the thirteen na- 
tional areas, 

3. Third place in total Plymouth 
sales was won by a Chrysler sales- 
man in nine of the thirteen na- 
tional areas. 

4. Fourth place in total Plymouth 
sales was won by a Chrysler sales- 
man in nine of the thirteen national 
areas. 

5. Of the total of 15,423 Plymouth 
ears sold by the 523 national Plym- 
outh champions, Chrysler’s 285 
champions sold 8,340, or 54.14 per 
cent. 

The last of the above records is of 
particular interest, as it affords an 
excellent basis for speculating on 
the possibilities of future Plymouth 
Sales increases; in short, the vol- 
ume of Plymouth sales that would 
result if every Chrysler salesman 
sold Plymouth cars equivalent to the 
average of sales of the 285 Plym- 
outh champions. Plymouth sales of 
these leaders averaged 29.3 cars per 
man. For example, if we should 
take the 3,400 Chrysier salesmen 
credited with the sale of one or 
more Chrysler cars in the second 
quarter of 1932 and multiply this 
mumber by the average sales of 
Chrysler-Plymouth champions, the 
Chrysler division alone would sell 
close to 100,000 Plymouth cars. 

But this figure of 3,400 Chrysler 
salesmen falls far short of the actual 
man-power of the Chrysler division, 
as it is the equivalent of only a little 
more than one salesman per 
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| Chrysler retail outlet. The actual 
man-power is perhaps closer to 
three or four men per dealer outlet. 
But, to be conservative, let us as- 
sume that there are only two sales- 
men per Chrysler dealer, and that 
each of these men sold only half as 
many cars as the average for 
Chrysler’s Plymouth leaders. That 
would give the Chrysler division a} 
record of about 90,000 Plymouth 
sales. 

It might be contended that most 
of the Chrysler Plymouth sales 
leaders were from metropolitan cen- 
ters or the larger towns, and that 
the possibilities of volume sales per 
salesman were greater. And, there- 
fore, that the expectancy of even 50 
per cent. of the average sales of 
these leaders would be beyond rea- 
son. A glance at the standings listed 
in the January yardstick will quick- 
ly disprove this contention, as it is 
surprising to note the extent to 
which salesmen located in very 
small communities have made a 
place on the honor roll. Here are 
just a few of them — the great 
majority of which sold more than 
the 29.3 average of the Plymouth 
leaders: 


Salesman’s Popu- Plymouth 
location lation cars sold 
Cordaem, PB... ccces 1,069 37 
Lansford, Pa....... 9,632 35 
Beckley, W. Va.... 9,357 37 
East Point, Ga..... 9,512 23 
Downers Grove, Ill. 8,977 64 
Princeton, Ind..... 7,505 36 
Lagrange, Ill....... 10,103 33 
Lenoir City, Tenn.. 4,470 21 
Eufaula, Ala....... 5,208 21 
Waseca, Minn..... 3,815 30 
Scotts Bluff, Neb... 8,465 29 
Anoka, Minn....... 4,851 25 
De Soto, Mo....... 5,069 46 
Mineral Wells, Tex. 5,986 21 
Rock Springs, Wyo. 8,440 21 
Campbell, N, Y.... 1,263 74 
Bennington, Vt.... 7,390 35 
Smitht’n B’h,N. Y. 100 58 
Kenmore, N. Y.... 16,482 49 
Westbury, N. Y.... 390 49 
Mahopac F’'ls, N.Y. 146 45 
Jenkintown, Pa.... 4,797 66 
W. Pittston, Pa.... 17,940 58 
Homestead, Pa..... 20,141 45 
Shippensburg Pa.. 4,345 41 





Dealers Welcome Lycoming 


The attractiveness of Siecle 
1933 marine engine sales program is 
indicated in the report of F. M. Ben- 


der, vice-president and assistant 
general manager of the Lycoming 
Company, stating that 203 dealers 
made application to become Lycom- 
ing representatives within three 
weeks after formal announcement of 
the program had been made at the 
New York Motor Boat Show. 

Under provsions of the new pro- 
gram all distributors have been 
eliminated and every dealer placed in 
direct contact with the factory. 
Close territories have been aban- 
doned and dealers are now free to 
sell Lycoming marine engines with- 
out territorial restrictions. 

Drastic price reductions, ranging 
from 20 to 30 per cent., have been | 


Marine Sales Program 
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SLIGHT DROP IN GAS 
TAX IN NEW JERSEY 


Trenton, N. J., Feb. 21.—Gasoline 
tax collections in New Jersey last 
year slumped less than $500,000, or 
2.9 per cent., a figure regarded as 
gratifying, in view of the much 
greater reduction in other states. 

The facts were announced today 
by Governor Moore, who said that 
the average loss in the other states 
was $3,000,000 and in some instances 
ranged as high as 15 per cent. of 
the amounts collected in 1931. 


The total for New Jersey last year 
was $16,678,784,74, as compared with 


made to allow the dealer to offer | $17,177,477.83 for the preceding year. 


maximum dollar value. 


a difference of $498,693.09. 











DEALER 
DOINGS 


ede btedebeteceetetet: 
| PALISADES PARK, N. J. 


Appointment of Maresca Motors, 


Inc., of 43 Broad Ave., Palisades 
Park, as Bergen County representa- 
tive for Hupmobile follows an- 


nouncement of the entrance of this 
new organization into the local au- 
tomotive field. Maresca Motors, 
headed by Louis M. Maresca as 
president, is also dealer for Auburn. 
His outstanding accomplishment 
came in the spring of 1931 when, as 
sales manager of the Werner Auto 
Sales in Hackensack, he was re- 
sponsible for the sale of more Au- 
burns than any other dealer in this 
entire district. 
~~ * 
CHICAGO 

The Ford assembly plant on Tor- 
rence Avenue is in operation with 
a daily output of 125 vehicles, most 
ff them, of course, the newly an- 
nounced 112-inch wheelbase eight. 
Officials here are in position to ad- 
just production to the demand, scal- 
}ing it upwards, if necessary, to a 
600-car a day capacity. No word 
| has been <eceived locally as to when 








(Continued on Page 11) 


By ROBERT G. SILBAR 
Successful sales depend on the 
|alert mental attitude of the sales- 
|man and an ability to meet the pros- 
| pect’s arguments before he makes 
them. Once a man is thoroughly 
sold on a product, it is a compara- 
tively easy thing to get him to sign 





the contract. But when that mo- 
ment comes for closing the sale, 
there must be no fumbling with the 
pen, or no hitch to the smoothness 
of the sales attack. 

John C. Hutchins, Chevrolet deal- 
er in a small Michigan town, states 
that experience and observation tell 
a salesman when to close a sale. 
If the prospect hesitates, Hutchins 
advises a procedure such as the fol- 
lowing: 

After a preliminary sales talk has 
been given, and the points covered 
one by one, and the customer still 
vacillates before giving an order, tell 
him if he asks for time to think it 
oer, “Mr. Smith, you are really bet- 
ter prepared to make a decision 
right now than you will be at any 
time in the future. We have talked 
the matter over very carefully. You 
know the value of a Chevrolet as 
thoroughly as I do. The points are 
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clearer in your mind right now than 
they will be later. Your Judgment 
tells you to decide now; that’s the 
wisest thing to do. 

“It may take a little courage on 
your part, Mr. Smith. You know 
it is the easiest thing in the world 
to put off making a decision. But 
right there is the difference between 
yourself and the weaker fellow. 
I’m sure you will agree with me 
that big men decide matters as soon 
as they can, and once having de- 
cided, act. Put your name on that 
line; right there, please.” 

“IT have been watching sales closed 
for years,” Hutchins said. “The 
man who makes the most sales pro- 
duces his contract forms only at 
the crucial moment, and not before, 
He never asks, ‘You want a Chev- 
rolet, Mr. Smith, don’t you?’ or gives 
the prospect a chance to frame a 
negative in his mind. But he never 
forces a sale, either. The most dip- 
lomatic way to close a sale is by 
what I choose to call the indirect 
method. 

“The salesman will say, for in- 
stance, ‘There can be no question 


(Continued on Page 10) 
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JACOBSON Selected Nash 


Before assuming representation for Nash in Madison, Wisconsin, Mr. O. S. 
Jacobson, president of the Jacobson Auto Company, investigated the sales 


and profit possibilities of a number of motor car products. 


In selecting the Nash over others Mr. Jacobson was influenced by ten factors 
which are vitally important to the dealer today who is seeking to make a 


permanent sales connection. 


1. The excellent reputation Nash enjoys as a builder 


of fine motor cars for 17 years. 


2. The strong financial position of the Nash Com. 
pany. No bonded indebtedness, preferred stock or bank 


loans, etc. 


3. Builder of unquestioned quality, Nash builds 


up to a standard, not down to a price. 


4. Stability of car design insuring good resale value 
after years of service. No freakish designs to obsolete models 


overnight. 


5. Stability of engineering. No experimenting at 


the expense of either the dealer or the 
motor car owner. 


6. Great variety of models— 
each representing maximum quality 
at minimum price. 





BIG SIX STANDARD EICHT SPECIAL EIGHT 
116-inch Wheelbase 1 IG-inek Wheelbase 121-inch Wheelbase 
"$695 to $745 $830 to $900 
*4.Door Sedan *4-Door Sedan $965 to $1095 
Four Body Styles Five Body Styles Six Body Styles 


REASON S WHY 






Mr. O. S. Jacobson, President, 
JACOBSON AUTO COMPANY 
MADISON, WISCONSIN 


7. Appearance and comfort of all models. 


Each Nash is a car of beauty and comfort. 


8. Five great 


lines under one franchise and 


with the Nash name plate on every car. 


9. Complete price range in today’s most profitable 


markets, $695 to $2055 f. o. b. factory. 


10. Reputation of Nash factory policies for 


being fair, square 


and liberal. 


There’s the test to which Mr. Jacobson put the 


Nash—and other makes—before he signed a 


NASH 


ADVANCED EICHT 
128-inch Wheelbase 
$1255 to $1575 

Six Body Styles 

All Prices Quoted f. o. b. Factory—Special Equipment Extra 


dealer contract. Complete confidential information 


about Nash sales opportunities 
will be sent on request. Write 
the Sales Manager, The Nash 
Motors Company, Kenosha, 
Wisconsin. 





AMBASSADOR EIGHT 
133 and 142-inch Wheelbases 
$1545 to $2055 


Nine Body Styles 
(4428) 
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Who Said Depression? 


y* we have no depression and also the kettle sings or, 
rather, whistles on 160,000 hearths. That sentence may 
read somewhat as if the ultimate fate of every editor had 
already overtaken this particular one. But bear with us, 
esteemed readers, and we undertake to show that there is a 
1933 brand of sales wisdom in those words, 

Last summer the Rome Manufacturing Company, a divi- 
' sion of the Revere Brass and Copper Company, looking about 
for something to offer the Christmas trade, decided that if 
an attractive teakettle in copper could be turned out at a low 
price even depressed Americans might buy a few. So the 
company got its engineers or stylists and its production men 
on the job and a nice little copper kettle was created, which 
could be sold at around one dollar, the standard American 
currency unit. We mention this in case some of our readers 
have forgotten what a dollar looks like. 

But this copper fabricating company did more than pre- 
sent to the public a teakettle, it offered an unusual teakettle. 
Instead of the usual spout, this teakettle had and has a bird’s 
head projecting from its front. When the kettle boils, the bird 
sings or whistles; at any rate, emits a long musical note to 
warn all and sundry that tea is just about ready. 

The manufacturer modestly produced 20,000 of these 
kettles as a starter. Was his face red when he found one 
Chicago department store selling 13,000 of them in two 
weeks? Was he disgusted with the vulgar crowding and 
pushing of the general public anxious to pay $1 for his 
kettles? He was not. Instead of yielding to his peevish 
impulses, he ordered full speed ahead at his plant and has 
already turned out and sold 160,000 of his whistling teapots, 
with demand miles ahead of production. 

It shows that when you offer the public something it 
wants at a price in line with its income you can do business, 
even in 1933. And we may each take the moral that we read 
into this tale of a teakettle. 


Trust and Paditideias 


Automotive Daily News has spoken on numerous occa- 
sions of the feeling which the American people have fér the 
politicians who rule the destiny of our country at the present 
time. The mere fact that Congress is about to go into ses- 
sion sends business generally into a series of nervous chills. 
As Congress actually gets to work, the feeling of fear deepens 
and the end is usually a deepening of depression. 

Exactly the love and confidence that our people bear 


toward their lawmakers may be judged from an instance 
which has recently come to light. Ogden Mills, secretary of 
the treasury, when he presented to Congress a list of the 
taxes which he believed would balance the budget, estimated 
in each case the amount which he believed the individual levy 
would yield to the government. If we read figures aright, 
Mr. Mills was wrong in practically all cases. With a single 
exception the taxes have failed to yield the amount expected 
of them. 

That exception was a tax levied on the rent of safe 
deposit boxes. That tax yielded nearly twice as much as Mr. 
Mills had estimated. 

If any human being had asked how much trust and con- 
fidence in the good intentions and ability of our legislators 
the people of this country had, surely he would need no other 
answer. Incidentally, this is more than a symptom; it is a 
positive cause of our present condition. Fear of what Con- 
gress is going to do is driving money into safe hoarding 
places and the tax on safe deposit boxes will continue to yield 
unexpected income until our legislators give us some con- 
structive action; or, better still, go home and take a long 
rest, the longer the better. 
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In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
have you. Open to every one to say anything, anyhow, any time. The 
communications printed in this department represent the ideas and 


opinions of our readers. 


They are not necessarily ours. If you have 


something to say on any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 





Duryea Recalls Early Racing 
Records and Trials 


Automotive Daily News: To the 
millions driving today, America’s 
first effort to hold an auto contest 
are less known than civilization of 
“Ur of the Chaldees” of Abraham’s 
So my friend Sinsabaugh’s 
memories are good dope. But his- 
tory is not history unless it is true. 

In the first place, few indeed who 
today drive at railroad speed ovr 
the world’s finest roads have any 
conception of the roads of 1895. 
orse-drawn wheeled scrapers were 
just coming into use. These per- 
mited working the dirt to the center 
and giving the traveled portion a 
crown to shed water. Prior to them 
were horse-drawn scoops, by which 
a half yard of dirt could be pulled 
onto the roadway and dumped. The 
result was holes to catch water and 
hummocks to aid digestion. But 
more of this later. 

The “race” was dated for Novem- 
ber 2, 1895. “Nearly a hundred en- 
tries” were received. But Novem- 
ber 1 arrived with only two really 
ready to go. A motorcycle and an 
electric were also present. Many 
requests for postponement were re- 
ceived. So the judges postponed the 
race until Thanksgiving Day.” And, 
that the people be not disappointed 
as well as to help pay expenses for 
those who were ready, the promoter, 
H. H. Kohlsaat of the Chicago 
Times-Herald, the first patron the 
industry had, offered “a supple- 
mentary purse of $500, to be divided 
among those whose vehicles cover to- 


day. Race on Thanksgiving Day.” 

And that more people might see 
the vehicles and justify the opti- 
mism of the promoter, the vehicles 


were to meet at the Jackson Park 
starting place and then proceed to 
55th and Halstead, where they were 
at 8 a. m., started. The day was 
fine and roads excellent for their 
kind. The motorcycle and electric 
played around a bit for the crowd, 
but seem to have made no attempt 
to go over the course. The Duryea, 
weighing 1,200 pounds and carrying 
two—my brother Frank and myself, 
with Frank driving because he was 
lighted—transmitted its power by a 
cycle chain. It was known to be 
too light, but nothing better was to 
be found on this side of the ocean. 
It was much faster than the Benz 
vehicle, which had been almost 
wholly rebuilt by its driver during 
the summer to fit it to American 
road conditions. So in spite of pos- 
sible chain breaks we felt sure of 
half of that prize. 

But fate ruled otherwise. On a 
beautiful stretch of newly scraped 
and smoothed road, with the trav- 
eled and therefore still smoother 
tracks on the right, we saw ahead 
of us a man driving a cart. Our 
bell caused him to look around and 
after a good look during which he 
doubtless recognized us as one of 
the “exhibits” he turned back ap- 
parently to get a good hold on the 
reins. This to us meant he was 
ready to hold his horse if it scared 


morrow the course.” The Herald of | as we passed, on the left where there 
November 2 announced at tope of |was good going and ample room. 


column on first page, “RUN IS 


POSTPONED, 


But, apparently, out of the good- 


Informal Trial To- ness of his heart, he proposed dif- 


ferently, With one yank he pulled 
that horse and cart across the road, 
evidently trying to give us the trav- 
eled side. Possibly to get out of the 
way of the oncoming demon. But 
by the time we were there. The 
gentle speed of ten or twelve miles 
we were leisurely running was twice 
too fast for his experience, We had 
no time to stop. It was either crash 
him or take the ditch which was 
concealed under the smooth cover- 
ing of frost bitten grass tops. We 
took the ditch and expected to pass 
behind and around him easily. But 
under the grass was a real ditch. 
Both front hubs lost their spokes as 
they deposited the front of the car 
on the far and higher side. 

He spoke only German so we 
never learned why he did it. If we 
had been fitted with conventional 
carriage bearings we could have 
traded wheels with him and pro- 
ceeded. But we had ball bearings. 
We even puzzled over how to use the 
whole sulky axle, but no ready way 
of steering seemed possible. So our 
$250 faded away and was collected 
by Mueller. 

But we broke a record which I 
much regretted, For the first ten 
years, while a critical public was 
condemning every point, even 
though horse vehicles were worse, as 
for example, odor and noise, my 
shop rule was that every Duryea 
must come back by its own power. 
This was the one exception in ten 
years, although one night I left a 
car by the roadside while I took a 
faulty magneto, which we did not 
make, back to the shop and got an- 
other. 

Clearly it was not “a race.” Purely 
an exhibition. It was not a 
“struggle” because we were removed 
through no fault of our own. 

For historic truth. 

CHARLES. E. DURYEA, 
Philadelphia, Pa. 


| COMING EVENTS | 
ES 


FEBRUARY 
18-23—Columbus, O. Automobile show in 
Columbus Auditorium. 
22- 05—Svanevae, Ind. Evansville Auto- 
obile Dealers’ Assogtation show. 
Otto Hartmetz, presiden 
25-Mar, 4—Seattle, Wash. Seattle Auto- 
motive Trades’ Association show. 
27-Mar. 4—Des Moines, Ia. Automobile 
show. 


ARCH 
5- 7—New Orleans. Autombile show in 
Musicipe) Auditorium, Gordon Her- 
bert, ey 
10-19—Geneva, tzerland. International 
automobile show. 


- 
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WHY AMERICAN AND EUROPEAN | *!4°* 


CARS DIFFER IN DESIGN 


By AMOS E, 


NORTHUP 


Chief Designer the Murray Corporation of America 
(Abstract from a paper presented at the recent annual meet- 
ing of the Society of Automotive Engineers.) 


When the American designer visits the foreign auto- 
mobile shows, his first view is very disappointing. He sees 


very few cars that could be used for production design. 


It 


is only when the designer comes to the study of details that 


he discovers where the value 
him. 

The vast difference between for- 
eign and American cars is that the 
large majority of our cars are built 
by production methods, while theirs 
are custom-built. Of course, this 
difference has: far-reaching results. 

First, principles employed in cus- 
tom manufacture usually are not 
adaptable to production. Because of 
the methods employed in each of 
the different ways of accomplishing 
the manufacture of the car, different 
effects can be achieved. For in- 
stance, by the use of the castings 
and forgings used for windshield 
pillars in custom manufacture, much 
Sharper edges can be made than by 
the use of stampings such as must 
be employed for production. 

Second, designs can be more radi- 
cal for individuals than for the gen- 
eral public. Some people desire very 
conservative designs, others more 
progressive, while other individuals 
enjoy the radical. It is usually 
from the original, daring design that 
we establish the future trends. In 
custom work, many designs have 
their beginning in requests from 
customers: By combining the best 
details from a variety of customer 
requests, the «lever designer often 
can work out something very pleas- 
ing. The custom Sesigner must 
please individuals, while the pro- 
duction designer must please the 
general public. He must be able to 
meet the desires and requirements 
of at least fifteen thousand people 
per year with one design. His design 
must incorporate features which will 
appeal sufficiently to these fifteen 
thousand people so that they will 
buy it. His design must be conser- 
vative enough to be acceptable, yet 
radical enough to secure and hold 
attention and interest. The majority 
of the cars the designer of produc- 
tion models sees in the foreign show 
are more radical than he can use. 

Third, our investment in tooling 


is so much larger that more de-| 


pends on the success of every de- 
sign. Our year’s profit depends on 
one design, 
we have to spend several hundred 
thousand dollars to bring out this 
line, If one custom design is poor 
or not acceptable, the result is not 
far reaching. 

Fourth, if there is any imperfec- 
tion in a custom job it is easy to 
remedy it on one or a few cars, but 
not so with production quantities. 
After the job goes into production 
it is difficult to change it. Produc- 
tion is held up during the change, 
and the change itself entails a lot 
of money. 

It is in details that foreign design 
influence is of benefit. The most 
outstanding fact is the variety of 
styles or types presented by such 
detail, In this country, when some 
new detail is presented to the public 
and accepted, many other designers 
imitate it on their next creation, and 
we are accused of having all our cars 
look alike. But in Europe, perhaps 
because of pride in individuality, 
perhaps because design patents are 
binding, we do not find a certain 
type of any detail in vogue, but a 
variety of types on all the current 
cars, 

In European cars details are very 
thoroughly worked out. It seems 
typical of their designers to take 
much thought and pride in working 
cut these details. Of course, their 
labor cost is very low, time does not 
mean much as far as cost is con- 
cerned, they do not have to work on 
a rushed schedule, and much of the 
work is handwork, so they have 


and in the first place | 


of these foreign cars lies for 
@_—<— — — 


workmen specialized in the different 
operations. Their cars are sold for 
so much more than ours that there 
is ample opportunity to spend a 
great deal of time and care on the 
details. As in the entire car, the 
design of the details can be much 
more radical than ours, But it is 
possible to adopt details to our sand- 
ard, whereas it is not possible to 
use the entire car. 

To see how specific items have 
spread their influence on our de- 
signs the radiator of the Wills Sainte 
Claire may be considered, Its de- 
sign was influenced by the Hispano. 
Shortly after another radiator came 
out which was almost an exact 
duplicate of the Hispano, while other 
companies designed their radiators 
along its general lines. Today the 
style of radiator which is used with 
streamlined cars is a revision of the 
old Renault. What has caused its 
acceptance here is that the front line 
slantts to the rear, with a “bald- 
head” effect, which gives us the 
streamline desired. 


Willy Van den Plas developed the 
long hood which covered the cowl 
and gave a much longer appearance 
to the entire design, Now it is pre- 
vailing in this country. There is 
another hood used by Lancaster of 
England, also one by Humber, which 
I venture to predict will be used in 
this country in the next few years. 
Another arrangement of louvres is 
that on the Mercedes—not only on 
the sides but also on the extreme 
top of the hood, which permits the 
air above the engine to be released. 

Although foreign cars present a 
large variety of bumpers, I do not 
believe that any of the types now 


(Continued on Page 11) 





By HERBERT CHASE 
Engineering Editor 





Human 


We were interested to learn that 
Mrs. Franklin D. Roosevelt plans to 
drive her own roadster to Washing- 
ton a day or two before she and her 
family take up their abode in the 
White House. She is quoted as say- 
ing that she will drive alone, except 
for her two dogs, who will be her 
companions. Asked why she was 
driving down, she replied that some- 
body had to take the car and the 
dogs to Washington, and _ she 
thought she would enjoy doing it 
herself. Well, we have done the 
same thing more than once our- 
selves, when we were headed for 
Washington, and for much the same 
reason, although the White House 
was not our destination, 

Our hope is that the coming First 
Lady has a good trip. Our advice is, 
that she ask Frank for plenty of 
cash to pay the gasoline taxes on 
the way. It takes plenty. Unless 
somebody heads off the railroads 
and sundry obedient little legislators, 
such a trip may cost a fortune, or 
even be illegal, by the time Frank’s 
second term rolls around, if it does. 
So it might not be a bad idea if 


Pertinent 
POKES and PARRIES 


948 T0 BE 
AVAILABLE SOON 


Detroit, Feb. 21—Alloy 548, the 

ew cutting tool material, an- 
nounced in Automotive Daily News 
of February 4, is to be made avyail- 
able shortly, according to statements 
made public by the Carboloy Com- 
pany, Inc. The manufacturer plans 
to follow a reasonably conservative 
policy in releasing the material, by 
selecting representative applications 
in various industries and closely fol- 
lowing those applications during the 
initial period of commercial devel- 
opment. 

This policy is adopted in the hope 
of avoiding “stunt” performances 
and unsuitable applications which 
retarded the progress of cemented 
carbide during its period of early 
use, to the detriment of all con- 
cerned. It is felt that alloy 548 will 
thus more speedily reach a normally 
developed stage of most economical, 
standardized application in the field 
for which it is best suited. 

Laboratory tests and preliminary 
tests in production are said to show 
that alloy 548 has qualities midway 
between high-speed steel and ce- 
mented carbide. Tests to cate in- 
dicate that alloy 548 will cut only 
those materials which high-speed 
steel ordinarily cuts but that it pro- 
duces a higher order of results on 
the easier jobs, such as soft steel 
and cast iron and a satisfactory im- 
provement in results on the harder 
steels. 

The composition of alloy 548 is 
principally a combination of iron, 
tungsten and cobalt, but the alloy 
functions best when carbon free, or 
with very little carbon. It can be 
melted, cast, forged or rolled, then 
machined and heat treated for use. 
Its moderate price range permits it 
to be made into solid tools or cut- 
ters, although inserts may prove 
economical on many applications. 


NEW PORTABLE WELDERS 


Two new Stationary or portable 
300 and 400 ampere gasoline engine 
driven Flex Arc welders have recent- 
ly been announced by the Westing- 
house Electric and Manufacturing 
Company. Both welders may be 
used with bare or coated electrodes. 
These welders are powered by six- 
cylinder Model JXA Hercules en- 
gines, and the portable types can 
be had with steel, solid-tired or 
pneumatic tired wheels. 





| READERS 


Mrs, Frank told friend Frank that 
he’d better trail her with the big 
car—which we assume he owns, Un- 
less, of course, some of our enter- 
prising readers figure on_ selling 


Frank a new car after he arrives in 
Washington. 


Cast It? 


Nearly half the weight of mod- 
ern cars is made up from stamped 
er rolled stock. Stamped parts, 
though often requiring heavy die 
cost, are usually strong and inex- 
pensive. Through force of habit, 
and perhaps a limited knowledge of 
recent developments in die casting, 
stampings are sometimes used when 
die castings would serve the same 
purpose and cost less. Each case 
requires separate consideration, of 
course, but in many instances the 
die-cast part costs less than equiv- 
alent stampings when die cost, as- 
sembly operations and other items 
are considered, The die casting may 
weigh a little more, but small pieces 
having wall thickness of less than 
0.020 in. have been die cast success- 
fully and parts with 0.040-in walls. 
or thinner are becoming quite com- 
mon, 






























Introduces New Low-Price 
Trailer 





A new light-weight, low-cost trail- 
er which can be attached to almost 
any car has been introduced by the 
Indian Motorcycle Company, Spring- 
field, Mass. It is designed partic- 
ularly for farmers, campers and 
owners of small boats, but can be 
used for many other purposes. The 
trailer weighs 192 pounds and has a 
carrying capacity of 600 pounds. It 
has a tubular steel axle, Timken 
bearings, 18x4.00 in. Goodyear tires 
with drop-center rims, sturdy semi- 
elliptic springs and a tow-bar of 
steel tubing extending the full length 
under the body. 

The trailer is 74 in, long overall, 
has 46 in. track and a road clear- 
ance of 12% in. Hard woods secure- 
ly braced with angle irons are used 
in the body, which has removable 
sides and is finished in waterproof 
varnish. Body dimensions are 3914 
in. long inside, 32 in. wide, depth 
13% in. Marketing will be done by 
Indian motorcycle dealers, sporting 
goods establishments and the manu- 


facturer, direct, the price being 
$49.75. 

A standard towing attachment 
which will fit practically every 
motor car if equipped with rear 
bumper or bumperette is available 


at an additional charge of $3.50. 
Only a few seconds are required for 
attaching or detaching the trailer. 
Cradles for carrying boats can be 
supplied on special order at extra 





cost. For large boats an extra long 
tow-bar is available. 

It is claimed that the trailer is 
extremely sturdy and capable of 
standing long, hard usage. The light 
light weight of the trailer makes it 
possible to daunch or pick up an 
outboard boat, row y boat or canoe. 


NEW MANDREL FOR 
PIN HOLE GRINDER 


To make it easier to handle 
spindle bolt bushings, the Sunnen 
Products Company, St. Louis, is 
marketing a new and longer man- 
drel for the Sunnen pin hole grinder, 
Besides the mandrel being longer, 
the stone has been increased in 
length from 4 inhes to 6!4 inches. 

Though on the market only @ 
little more than a year, over 1,000 
shops and jobbers are said to have 
adopted the Sunnen method of pin 
fitting, which is claimed to produce 
a full-bearing surface free from 
high spots and bell- mouth. 


OIL RECLAIMING 


Automotive Hardware, Inec., In- 
dianapolis, has developed, as a result 
of five years of research, a method 
of reclaiming crankcase oil, said to 
produce a finished motor lubricating 
oil of high quality and at a low cost, 


MAYFLOWERS 


Washington's Finest Hotel 


An institution in keeping 
with the beauty and grandeur 
of the Nation’s Capital 


Single Rooms from $4 


Double Rooms from $6 
All with bath, of course 


R.L. Pollio, Manager 


CONNECTICUT AVENUE AT L STREET 
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Motor Vehicle Chiefs 





New York, Feb, 21. — Additional 
comment by state motor vehicle 
commissioners on the proposal to 
change the registration period for 
automobiles from the first of the 
year to April 1, or thereabouts, is 
printed herewith. The first series 
of comment was published in Auto- 
motive Daily News February 16, 

NEW JERSEY 

Under our existing appropriations 
I do not see how it would be possible 
to effect this change. It would not 
only require legislation authorizing 
a change, but there would be a great 
amount of work and expense at- 
tendant to this departure. 

There have been various problems 
submitted from time to time. The 
people in some of the 1 ural sections 
have asked to have July 1 estab- 
lished as a renewal date. Septem- 
ber 1 has been selected. There is 
scarcely a time of the year that 
can be selected when it is not in- 
convenient for many people to se- 
cure their driver's licenses and 
registrations. 

In New Jersey the plates and li- 
censes may be secured for the en- 
suing year at any time from Novem- 
ber 1 to December 31. Our present 
method fits in well witn the exist- 
ing policy of the state of New Jersey, 
and I do not believe that any ap- 
preciable advantage would accrue to 
the motorist from a change in date. 
For many years the motorists of our 
state have been educated to effect 
their renewals before January 1. 

The argument generally advanced 
supporting a change from the De- 
cember 31 expiration date its that 
motorists have so muny expenses 
at the end of the year. On April 
1, July 1, or nearly any other date 
that could be selected, you will find 
payments upon mor‘'gages, taxes, 
etc., becoming due. I do not think 
it would be worth while to make a 
departure from the plan which has 
been so successful in New Jersey 
for many years. 

Harold G. Hoffman, 


new license plates and without any 
penalty. With an extension of time 
of this length, we can see no neces- 
sity for changing the licensing pe- 
riod for motor vehicles. 

E. S. Goff, 










































































PENNSYLVANIA 
Replying to your letter of Febru- 
ary 2, the suggestion that the auto- 
mobile license renewal period be 
moved from January 1 to April 1 


has been given careful considera- 
tion and we cannot see any advant- 

ages. 
Our present system 
out very satisfactorily. 
H. Richard Stickel, 


is working 


NEW YORK 

Past experience indicates that 60 
per cent, of all registrations are ef- 
fected between the opening date of 
the sale of plates—on or about De- 
cember 1—and January 15. Another 
10 per cent. are registered before the 
last day of February, and an addi- 
tional 20 per cent, between that date 
and June 30, all paying a full fee. 
From July 1 to December 31, but 
10 per cent. of the total vehicles of 
all types and classes are registered 
in this state. We do not believe it 
would bring any additional revenue 
in fees or gas tax to change the date 
and we believe the only argument 
so far advanced for consideration of 
such a possibility, is that the present 
date comes during the Christmas and 
New Year's holidays. 

Undoubtedly any change in the 
registration date would upset the 
present procedure of the bureau and 
require certain changes in our work 
of registering these vehicles. There 
is no doubt the change could be ac- 
complished without much trouble, 
but there is a growing sentiment for 
making permanent the present date 
‘of expiration of commercial! vehicles, 
taxis and buses, tractors, trailers and 
suburban cars. As you know these 
latter vehicles were extended as to 
registration date by act of the legis- 
lature in 1932 at the time certain 
surtaxes were imposed on this group 
of vehicles. 


sits 


on this brake 
‘ort required for 


high speeds. 


Charles A. Harnett, 


NORTH CAROLINA 

On accoun’ of the financial con- 
ditions at this time we think it ad- 
visable to either change the date to 
October 1 or November 1, since in 
this particular section of the country 
during these months the farming 
elements is more in position to pur- 

chase license plates at that time. 

L. S. Harris, 


SOUTH DAKOTA 
The motor laws of South Dakota 
provide for an annual license for 
the calendar year. Plates may be 
issued on and after January 1, which 
expire on December 31 of the same 
year. However, any license plates 
issued during any calendar year 
may be used legally until April 1 of 
the following calendar year. 
This allows ninety days in which 
to secure next year’s license plates 
without being required to secure 





THE “HUMAN 
This high, clumsy brake pedal is the sign of the brake 
autem which vy “eee brute force and direct leverage 

« applying the brakes. The time required to get the foot 
dal, the split-seconds lost and the 
ing leg action makes these pedal 
vy cars traveling at today’s 


i 


operated brakes unsuited for 


WEST VIRGINIA 
Acknowledging your letter of the 
second instant with reference to 


moving the annual automobile 
license period from January 1 to 
April 1 or other date, it is rather 
difficult to answer briefly, but in 
my opinion there are some very 
good arguments in favor of Janu- 
ary 1 and July 1, but these are not 
applicable to April 1. 

In West Virginia our license 
period runs concurrently with the 
calendar year and, from the state’s 
| standpoint, is predicated on the col- 
| lection of these fees for interest and 
retirement of road bonds, the larger 
portion of which matures early in 
the vear. These fees and gasoline 
tax are the two sources of revenue 
in our state for construction and 
maintenance of state roads. Irom 
the motorist’s standpoint, January 
1 is an inconvenient period, as mails 
the latter part of December are con- 
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POWER” BRAKE PED 


‘tion to motor fees. 
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gested and at that time other taxes 
and expenses are a burden in addi- 


charged between July and January 
and a full half year fee from Janu- 
ary to July. 

There is an argument for tuis 
arrangement which I believe has 
not yet been advanced, and im the 
last analysis is favorable to the 
motorist aS well as the state. As- 
suming that the average investment 
in a vehicle is $600, without con- 


The annual period from July to 
July would, therefore, be more favor- 
able to the motorist and would run 
concurrently with the state’s fiscal 
year. All motor vehicle fees and 
certificates are handled by our com- 
mission (now under calendar year), 
and all other accounts are kept on 


the fiscal year basis, beginning with | sidering its depreciation or profit 
July. Mails are lighter at that |#md loss in its operation, interest 
time, money is probably more /|0 this investment is $36 a year. 


If the vehicle remains idle a part 
of the year, the motorist loses on 
the investment alone an average of 
$3 monthly and the state loses the 
gasoline tax which slightly more 
than equals the license tax. It is 
manifest, therefore, that if this in- 
terest loss on the investment were 
used for license tax, the motorist 
would have the use of his car and 
the state additional revenue. 
Harold P. Tompkins, 


plentiful and vehicles are certainly 
used to greater extent, since in our 
state 9 per cent. of our population 
and 17 per cent. of our area is not 
now adjacent to improved roads. 
Looking to these advantages to the 
motorist, the state’s inconvenience 
could be readjusted. It would there- 
fore be probably most advisable if 
the change were made for the li- 
cense period to run from July to 
July and a full year license fee be 















































THE “PARTIAL POWER” BRAKE PEDAL 


vacuum or other 


seconds in getting his foot u 


action required to spply 


are a compromise that falls short of the goal desired. 


THE MODERN 


“FULL POWER” 
BRAKE PEDAL 


This brake pedal, no higher than the 
foot accelerator, is the unfailing sign 
of Stewart-Warner Automatic “Full 
Power” Brakes. A/i the work of braking 
is done by the Power Unit. Driver's 
foot on this pedal simply controls the 
flow of power to the brakes with the 
same easy rocking motion that the foot 
on the accelerator controls the flow 
of power from the engine. In a flash 
the driver's foot rotates from the ac- 
celerator to brake pedal and he is 
braking before he could even get his 
foot up on a high, old-fashioned brake 
pedal. This is the greatest contribu- 
tion to safe car control in all motor 
car history, Make the test for yourself! 













EWAHWAHNER 








Still looks like the old fashioned brake pedal, but employs 
booster devices to help out leg muscle 
in applying the brakes. Driver loses precious split- 
on this high pedal—and 
spends extra time, extra muscular effort in the longer pedal 
the brakes. Partial Power Brakes 
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FORD 4-CYL. PRICES 








NEW BRAKE LINING 














FORD ATTRACTS CROWDS 





NEWARK A. T. A. SEEKS 
OPINION OF MEMBERS 
ON TOLL ROAD PLAN 


Newark, N. J., Feb. 21.—The board 
of trustees of the Newark Automo- 
bile Trade Association has sent out 
circulars to its members asking for 
their opinions as to the movement 
|}to charge a toll on Route 25, be- 
tween this city and Jersey City. The 
letter explans that some groups are 
for it and others against it, 

In reference to motor legislation 
that has so far been introduced in 
the state, the letter sums the situa- 
tion up in this way: 

“The legislative pot is boiling at 
Trenton. Never in our twenty years 
of travelihg down to the state house 
have we seen such a balled up mess 
as is represented by bills already in- 
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express with stake AT PITTSBURGH SHOWING 
WOES 50 s0¥ tern ceses 700 710 ae Pittsburgh, Feb. 21. — Approxi- 
ARE ANNOUNCED sundae’ Panel De- A new type of brake jining, termed| .. Baum Boulevard here on 
DOES nc taveenvevewns 830 830 | Bloc-Tex, has been developed by| mately 100,000 persons visited show- 
(Continued from Page 1) Eight-cylinder engine available at | Union Asbestos and Rubber Com-|rooms of dealers in ero 
Standard Closed Cab, $60 extra, plus 94 cents tax. > OF Pennsylvania last Saturday and in- 
Express with Stake —— eae ae SY aa ae a spected models of the new Ford V-8, 
BOY .....ccsesecseee 625 645 DELCO ROCHESTER Nonscor brake lining. The new lin-|.,q an almost unbroken stream 
Standard Panel De- ing is said to combine the best points | have passed through display rooms 
BEVELED es vecsccocscenese 710 720 PLANT STEPS UP of solid molded, flexible molded and at the factory branch here through- 
De Luxe Panel Delivery 745 755 woven brake linings. It is a block | out the week, officials of the branch 
Closed Cab Dump Hy- ——__—_—— type of lining with a fabric base,|reported. More than 15,000 visited 
SEN 6. 6.060060 oss 750 765 (Continued from Page 1) is firm and solid, yet flexible enough | the showroom at the assembly plant | 
Closed Cab, Dump Hy- on schedules the greatest of any|to shape to the shoe and band. It | first day the cars were shown. 
draulic, with long run- time in the past two years. New|is adaptable for use in either inter- |day the cars were shown. 
ning board .......... 760 775 | products recently added to the Delco| ral or external brakes ard is said | , . arene namie 
157-INCH WHEELBASE line of individual gas, water and/| to retain its frictional qualities un-/| CONFIRM DILL APPPOINTMENT 
New Old |lighting plants have materially im-|der heat. Its polished surface is said) Trenton, N. J., Feb. 21—The Sen- 
Price Price | proved working sheets in that di-|to insure intimate contact between ate has confirmed the appointment 
is cigten ens 6400 $500 $500 | vision. lining and drums. The cCensity of|of William L. Dill of Paterson, 
Standard Closed Cab Company officials here expect to|the lining and its polished surface fperiecred State Motor Vehicle Com- 
BOND vencesaccnces 690 700 | maintain current schedules well into | permit grease to be removed with | missioner, as a lay judge of the 
Standard Closed Cab, the second quarter of the year and | carbon tetra-chloride, immediately Court of Errors and Appeals. 
Express with plat- consider the outlook exceptionally | restoring the lining, it is claimed, to succeeds James Kerney of Trenton, 
form WOGY cccccccecs 660 665 ' bright. good working condition. who resigned recently. 








A Question That Vitally Concerns All 
Car Manufacturers Who Are Interested 


In Keeping Step With Today’s Needs 


Make no mistake, this will be a power brake 
year. Today’s high speeds, today’s high 
powered cars, today’s free wheeling, today’s 
increase in women drivers, demand power 
brake protection. 


But get this straight—there is a big differ- 
ence between “full power” brakes—and so- 
called “power” brakes, which are in reality 
only partial power brakes. 


A “Full Power” Brake System—such as the 
Stewart-Warner—is not a compromise. It 
does ail, not just part of the work of brak- 
ing. The force is supplied by a Power Unit. 
The brake pedal is simply a regulator to 
control the application of power. 


In a “partial power’ brake, the application 
of the brake depends upon the driver’s leg 
muscle assisted by vacuum or other booster 
devices. 


The Stewart-Warner Automatic “Full 
Power” Brake is the most outstanding brake 
development in history. Itis the only instantly 





Stewart-Warner Automatic 



















Do More To Boost Car Sales Than Any Other Feature 


ULL EUWEL 


responsive braking system to harness the 
giant power of car momentum as a braking 
force —and put it under complete control 


of the driver. 


Ic is the quickest acting, most accurately 
controlled brake on the market today. 
Braking force, in amplified response to the 
slightest variation of pedal pressure, is 
automatically distributed uniformly to all 
four wheels. Automatically braking force 
on front wheel brakes releases in proportion 


to the angle of turning. 


Pierce-Arrow, seeking the ultimate in brake 
protection to meet today’s needs, chose 
Stewart-Warner “Full Power” Brakes. 


For motor cars, motor coaches and trucks, 
they offer outstanding economy and safety 
advantages over any system on the market. 
Investigate. Our Engineers are at your 
command. Stewart-Warner Corp., Brake 
Division, Chicago, U. S. A., or 6050 Cass 


Avenue, Detroit. 


“FULL POWER” Brakes Will 
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troduced and others that are to be 
put into the hopper. One bill would 
repeal the truck signal law, another 
would require lighted directionary 
signals on all vehicles, 

“The Princeton survey made 
recommendations for changes in the 
handling of motor vehicle taxes 
that are contributed by the motor- 
ist. Some bills already introduced 
seek to stop highway construction 
&nd divert these moneys to other 
purposes, thus throwing men out of 
employment, and then additional 
taxes are suggested for more unem- 
ployment relief, old age pensions, 
etc. 

“If car and truck owners are 
lucky enough and can do some log- 
rolling at each session of the Legis- 
lature, they may be able to get 
some of this money back again for 
highway purposes, to which it was 
solemnly dedicated when the taxes 
were enacted. This is in addition to 
the $20,000,000 already taken from 
motor vehicle moneys for this year's 
unemployment relief and which 
probably will never go back into the 
highway fund. The legislators 
pledged tax relief. Nowhere can we 
find relief for the already over- 
taxed motor vehicle owner; on the 
contrary, there is further tax im- 
position proposed. Apparently there 
is a very concerted effort to shift 
the burden of all taxation on to the 
backs of car and truck owners. Well, 
what is being done about it? 

“There are several organizations 
in the forming. There is the Motor 
Vehicle Highway Users Association, 
the Highway and Transportation 
Conference of New Jersey, the Mo- 
tor Vehicle Safety Club, the Motor- 
ists’ League and two or three others, 
in addition to the old-line A. A. A. 
clubs, the A. L. A., the Motor Club 
of New Jersey and the Motor Truck 
Club of New Jersey. Perhaps out 
of all of this effort we will be able 
to get some co-operation in our 
yearly attempts to convince the leg- 
islators that the owners of a million 
or more motor vehicles in the state 
of New Jersey are about tired of 
being picked upon. It is an encour- 
aging sign when the vehicle owners 
themselves are at last becoming 
aroused.” 


A. LM. M. MEETING 
OPENS IN NEW YORK 


— 


(Continued from Page 1) 


merous papers dealing with non- 
ferrous metals, including brass and 
aluminum, 

That relating to the machinibility 
of free-cutting brass rod, by Alan 
Morris, and the following papers 
dealing with aluminum, will prob- 
ably prove of most interest to auto- 
motive engineers: “Thermal Expan- 
sivity of Aluminum Alloys,” by L. W. 
Kempf; “Equilibrium Rotations in 
Aluminum-Chromium Alloys’ of 
High Purity, by W. L. Fink and L. A. 
Willey, and “Equilibrium Relations 
in Aluminum-Manganese Alloys of 
High Purity,” by E. H. Dix, Jr., W. L. 
Fink and L. A. Willey. 

In the Merica-Vanick paper au- 
thors state that an extremely hard, 
tough and strong alloy cast iron 
has been developed which, in many 
cases, gives from four to ten times 
the performance of plain chilled iron 
or other wear-resistant materials. 
This metal is produced by alloying 
a good base composition of chilled or 
white cast iron with 4 to 6 per cent. 
of nickel and 1 to % per cent. of 
chromium. The chilled alloy cast 
iron is much harder than corres- 
ponding grades of plain chilied iron, 
its strength is approximately doubled 
and its toughness significantly in- 
creased. 
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TRUCKER WILL APPEAL ment of an ordinance under which; Eugene Attkisson, Louisville at-|the ordinances are alleged to have|him by the Studebaker Sales Cor- 

KY TAX ON FREIGHT common carriers and contract car-|torney, representing the Meeks in- been through efforts of railroad| poration of America, ee 

: rier trucks would pay a licence for|terest in this case, has a similar men, directed against truck inter-|ing ten years of association, The 

a ests, in favor of the railroads, presentation was made recently by 

Louisville, Ky., Feb. 21—An ap- | the privilege of picking up or deliv- |suit pending at Pineville, Ky., against ——————— C. K. Whittaker, retail manager of 
peal will probable be filed shortly jery of merchandise within the corpo-|a similar ordinance there. WINS STUDEBAKER PLAQUE | Studebaker’s New York branch. 


from the decision of the Franklin} rate limits of Frankfort. The de- A number of towns in Kentucky| New York, Feb. 21—Joseph Ro- 

County Circuit Court at Frankfort,|cision was in the case of “Here|/have enacted such ordinances in|mano, Brooklyn Studebaker dealer| CLASSIFIED ADVERTISEMENTS 
Ky., in which that court enjoined | Comes Meeks,” a freight line operat-|their greed for tax money, and in|for the Bay Ridge section, is dis-| IN THE AUTOMOTIVE DAILY 
the city of Frankfort from enforce- |ing out of Louisville. some instances, in railroad towns,’ playing a bronze plaque presented to NEWS BRING RESULTS 


Cumulative New Passenger Car Registration Statistics, January, 1933 


Returns for today: Ohio 








In this table, 15 states and the District of Columbia 























CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP HUDSON GROUP 
i 
pe | 
Delaware | 9| 2| 1| 21) 33 | 44) | 44| 17| | 100| | 4| 20; 141 | 6| | 6 
Florida | 16; 7 37, —«239|—Ss—CSC—«99| 380) 2] ~~—s382] 59] 3] 536| 5| 6| 46 655 | 24) 2) 26 
Idaho | | 2| 2) 30). ~S*«C AY 3. 2~*«<‘“‘RLR#’#RY’S.CSCOC‘sA®'—‘<C;rsi‘ié | 57] 3] 1| 63 | 3) | 3 
Illinois = =| (113) ‘171 237) 954"  +«1475| + ~=«:1165) 35) 1200 | 321| 33, —-1601| 25) 155] 379) 2514; + +(|‘ +.  . 2 
Indiana =—S—té‘d;CS*;*‘C 99} ‘110, 497| 730 | 527| I; ~—~52a| 80) 5| 957| a. oo ae ee. el Ue ee 
Maryland | 24) 24) 33] 187| 268 | 183] 5] cat 49) 2| 603] 3] 12] 74] 743 36 9] 45 
Michigan —*| ~+~«250|~S'*'i‘i‘éi SCM SC“iéiGYCOS:*C“‘CO‘CTTVOO‘YS 731, 2S” 223| 17; 1801] 18} 109) 425) 2593 110) | a 
Minnesota | 21| 7, 40) 170 238 | is|téi‘(‘iHl’:*~*~*~*# TBs 73| oOo oon we 81; 2: a 25 
NorthDaketa [| 2 4 7 22 ~~ 35] se ee 65| i a ae en ke 
— | 75| —*:185) ~——S—« 781) 1222} 754| 10) 764 | 169 | 20; ——«1654,—=C—<“C«C*«‘*C 65 308) 2235 115) 18 133 
South Carolina | 8) 3,0CtC“‘CC:S:t:*é‘«‘«T —_— — | we a a ee, es ee ed ee 7 | 
South Dakota | 1] 2) 10) 53) —C=*~“‘éS‘YS a | a) 111 | 3) 8] 132 | } 2 
| 7 10} 38] 55 | 42) 1] 43 | 9} 1| 79) 1) } ry 94] “4 j 14 


Utah | | 

West Virginia | 10) 10} 62| 157) 239 156] 1 157] 17] 1 253, | | 2 303i tt ae 

Wisconsin | 7| 16] 64) 143] 230] 154] 1| 155] 69} 3| 419) 5| 21) 77] 594 54] 15) 69 
: i  -—_ — la 5 24 


Dist.of Columbia | _10| 8 32) 79| 129] 109) 3) 112] 43) 3 332) 1] 12) 78) 
9414! 87 474| 1665) 577| 99| 


























Line Totals 370! 585| 1117 3875} 4747) 75| 1163 | 93| 

Group Totals | | | | | 5947 | | ! 4822 | | | | | | | 12896 | | 676 
Delaware, 1932 | 9) 1| 5 12) 27| __—33 2| 35) 21 4| 101| 3} 11} 24| 164} 4| a 
Florida, 1932 | 34) 7| 25, _—«i137| 203,01; C*SS 306, —Ss—Cié;s (ss SC‘i|SC“(‘C‘sA|CO)OO€UCON  COCCO]~*C«SYtC“‘CK SC SG eC“ CS 
Idaho, 1932 | 3) 3| 13) 7 26, —«55 Bo] ~T1| Te ee ee ee 
Illinois, 1932 | 104) 120| 172|__—*323] 719 | 253) 18) 271 | 378| 51| 2037 34] 206 257] 2963 | 84) 44| 128 
Indiana, 1932 | 38) 51) 80 238) 407 | “5; —~C*~<C«‘«CS  548[ 184] 8} 1225) | 99} 148; i664) ‘74| a 
Maryland, 1932 | 13) 3] 36| 35) _8i| _—i188| - 188, +65) 5} 646, 2| 14 +48 oso; 2) is,  ° «43 
Michigan, 1932 | 36) 40) 118) 122/ ES 555| 44, 599 | 254] 34; 1492) 10) 261| 300 2351 | 304| 116, 420 
Minnesota, 1932 | 22) 13] 26 62| 123, «204 | 204 | 87| 3| 595| 3) 34) 47] 769 | 10} 9) 19 
North Dakota, ’32 | 4 ij 11) 28 | 53) I 53] sé CN ee Le ee. ee ee 
Ohio, 1933 | 61| 84 138,244) 527 | 726| 10, =i 22; —*1587| 15) 139) 322| 2298 | 172] 50] “=a 
So. Carolina, 1932 | 8) 6| 13} 26; Ct*«* 122) 1| 123] dS” a, ee eee ee ee ee 
So. Dakota, 1932 | 6) 8| 8) ~ 13) ~ 35] 56| 7; oem | 128| | 13) 14] 172 | 3] 1| 4 
Utah, 1932 | 1| 3) 5| 9] 79) | 79| 17] | 100) —) a ee ae? eS lL ee 
West Virginia, ’32 | 18} 7 37] 48, ——S=«:'AO 135) | —-—«A36] SSC 1| ES — ——_ oa on 
Wisconsin, 1932 | 29| 31] 41) 104/ 205 | 358) 3) 361 | 134| 10 909, 6) 67, 96) 1222] 60) a = 
Dist. of Col., 1932 24) 21) 51) 52) 148 159} 3| 162 72| 8) 424/ 2| 50} +84 640 27] 10 37 

Line Totals, ’32 409) 397} 778} 1439 3822| 91| 1625 | 150} 10886 84) 924, 1544! 836) 338 

Group Totals, ’32) ] | | 3023 | l 3913 | | | | ] 15213 | | | 1174 
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Delaware | 2' | 2} | | 2| | | 

Florida | 9) 2| 11 | 1 136| | 4] 9| 3) | 4| 6| 7 3) 1,555 
Idaho | ee ee ee eee | 1| Td ua 
Tilinois | 81) 9) 90| 46) | | 10; =| 59] 3] 75] 55] 19) 10] 5,909 
Indiana 29) 1 30 | 13) 11] | a oe” UL ee” ee 2,812 
Maryland 64) 1| 65 | 2) | 2) 4) 3) 5| 10} 1] | 1387 
Michigan 28) 1| 29 | l 6] SiG] SSC 17; +16) #«+\i; S44) 4,632 
Minnesota 16) j 16] 1| | 27 —«1] Si | 5] i1| 3] 1| 1,333 
North Dakota 2) 1 3 5 eo Se oe | {_| 1| | 1| | 164 
Ohio | 102) 4| —  -.:hlhUhmce:C UT... Uhl } 7 ua hanhlhmU.!mUlU 
South Carolina | 2) | 2| 2| Soe 1| 3] Peete ae ee re 
South Dakota | 1| | ee ee | } 1| 1| | 278 
Utah | ee oe ee jt 6| | ry ‘ce 1} 225 
West Virginia | 6) ee ee ee a ee ee 1 | 2| 3] | | 763 
Wisconsin | 20) j 20] i| | ie ae 7 17 3] 3| | 1,134 
Dist. of Columbia 





















West Virginia, ’32 | 1} | 17; 18| 30! 1| 31] 2/ 


Wisconsin, 1932 | 3] 6 ti‘iAL(C“#<K#’NNW.- O—~—~<‘ Y~S~CS~SS*C“‘;S;S OY: CLF | i 24] 12! 7 a 42 i 41] 6 


Line Totals 

Group Totals | | | 853 | | | 404 | | | | } | | | | | 
Delaware, 1932 =| | 3} 3] 2| | 2| | | | 2| 2| 1| 3| 3 | 4| 255 
Florida, 1932 | 3| 24| 28 | oa 7 ie a ae Co Se) i : 3 = a 17] _ =. 6] —=«a«'7133 713 
Idaho, 1932 | "| 1| 3} 4] 3} 4) ; (EES, $A eS " ——_ “2. ning 214 
Tilinois, 1932 { ey 10) 252) 263] 192; a — meee | “a i ‘i za ; 38 143) 10828] CS GA 
Indiana, 1932 | 15| i233, StCt=CS 139|"*120,_—SC—*<“‘édS]”~~~CYSC~*—“‘iaRC~SSC(Ct‘Cé*SW~C«CSMOYsS~*~“‘ SS~*~«SS*C~iS*~‘iYS*~“‘“‘i;SCO*~«éUCSiY;SC*~‘*« «RO 7 22| 29) 26) 10| 6| 18 3,180 
Maryland, 1932 | i 8) 38) 49; «0 3} aa 3| | | 3) 15) 1 14] 10 9| 5| 1292 
Michigan, 1932 | 20] a. — -— — od oa | “365 49) 18] 19] 37] 21) 20] = 
Minnesota, 1932 | 7 2| a7, —CYSs=“‘ SSC*~“‘i;:*C*‘“‘CN’CO‘#;SMAXYS 5| | | 19 10| | 10] 5 7 8] 1,270 
North Dakota, 32 | l . ow . + | , 4| 1| 7 fl | 1] 267 
Ohio, 1933 | 9| 15| 97| 121, —«137| 23; 160] 53| 1| [25] 37 3 31) 7 . - std ta a 
So. Carolina, 1932 | | 1; ee ee | 7 3i 
So. Dakota, 1932 | 5 Si 2 ee |! a | : : 5 1 i | 8 
Utah, 1932 | 3] 9) 12] 3) 1 4| 1| | 5] 1| ! 3| 

| | 3| 4| 1| in 9] 5 ——— ms 
| 





Dist. of Col, 1838 [3 8 ta a 
Dist. of Col., 1932 | 3) | 25 28 | 16 2) 18| 13| [ 6 18) a 15| 37| 1} re 


Line Totals, ’32 52/ 84) 818! "_ 790{ 94/ 211) 5 | 81} 408} 46) a 364 362| “aa 208 27,197 
' 


Group Totals, ’32] | | | 954} | | 824 | | | | | | ! j | | | 
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THE 1932 EXPERIENCES OF A 


JOBBERS 


SALES MANAGER 


By C. E. CARR 
Sales Manager Aberdeen Motor Cupply Co., Cleveland. 


As we were approaching 


1932, I thought of the year we 


were closing, and one question stood out as overshadowing 


all others. 


How, in view of the general decrease in the parts 


and business, together with the great increase in the number 


of parts jobbers, all stocking 


recognized lines, was our com- 


pany to stand up under this handicap without sustaining a 


considerable loss in business 
profit? 

Like other companies during the 
past two or three years, we had 
continually looked for prosperity 
“just around the corner,” with the 
result that we were late in making 
many economies to put our house in 
order, but by November 1 of last 
year, which incidentally is the be- 
ginning of our fiscal year, we had 
good reason to realize that our job 
was not to look for the promised 
prosperity, but rather to look to a 
means of showing something for 
our effort both in sales and in 
profits. 

Overhead can only be reduced 

ito a certain low level, and beyond 
.this it cannot go without impairing 
service. Starting with a fixed over- 
head the gross profit that you can 
afford to work on depends entirely 
,on your volume of sales. Frankly, 
during the past two or wuhree years 
we had in Cleveland accumulated a 
double portion of jobbers, and al- 
though many of them were of the 
‘type formerly called sub-jobbers, or 
small outlying jobbers, they never- 
theless got a certain share of the 
business and with this in mind 
_there was only one conclusion, 
namely, that since we could not 
hope to materially increase our 
Sales this year, we must show greater 
gross margin of profit than in the 
past. 
This sounds like an easy task, 
‘perhaps, but the question was, How 
was it to be accomplished? This is 
how we did it, at least in a good 
measure. 

First, by taking an active part we 
succeeded in getting the Cleveland 
jobber group to stick together on all 
important questions, and particularly 
on a standardized suggested dis- 
count schedule on all major lines 
with an average much lower than 
it had been in the past. 

Second we established a complete 
schedule of suggested machine shop 
prices that were acceptable to all 
Cleveland jobbers and that netted 
us a fair profit on our shop work. 

Third, through the work of a com- 
mittee, a very complete cylinder re- 
conditioning price list was worked 
out and printed, using the actual 
selling price of parts and machine 
work as the basis for each job. This 
list was readily adopted by the 
Cleveland jobbers and is now being 
used by shops and jobbers in a 
number of other cities. This price 
list not only added to our profit 
this year but also saved a great deal 
of time and many mistakes in quot- 
ing on cylinder recondition jobs. 

Fourth, by persistent effort and 
work on the manufacturers and 
warehouses, we stopped to a very 
great extent the practice of letting 
wagon peddlers and small jobbers 
pick up on lines that we stock so 
that they could not capitalize on 
our sales effort. More work remains 
to be done against this warehouse 
and local factory evil which is un- 
dermining the jobber business, 

Fifth, we began cutting down in 
pricing invoices to car dealers, and 
in most cases only give them pre- 
ferred discounts on parts for the 
cars they sell, if at all. 

I can assure you that the things 
which I have enumerated were by 
no means easy to accomplish, and 
sometimes it seemed as though the 
time spent on committee work would 
show up as a loss rather than a 
profit, but actually this has not been 
the case, and with things now roll- 
ing smoothly along the jobber 
group, the added gross profit that 
we are making on our reduced 


Delivered before the recent N. 8. P. A. 
salesmen’s convention. 





with its corresponding loss in 


volume, means more to us than I 
would care to state. 

So much for the element of profit 
from sales. The rest of this article 
will deal with a few of the things 
we have done in an effort to keep 
our sales up in spite of the depres- 
sion, and other problems we have 
been confronted with, and I feel we 
have not done so bad in this~re- 


spect, having dropped off less than 
10 per cent. from last year sales. 

In sizing wp the situation it 
seemed to the writer that our great- 
est problem was to combat the many 
small jobbers and branches that 
were scattered throughout greater 
Cleveland. Some thought was given 
to establishing branches, but to ac- 
complish much in this direction we 
felt it would require at least three 
or four added stores, all within an 
eight-mile radius, and we could not 
see where any gain could be made 
by adding so greatly to our over- 
head and splitting the business be- 
tween several more stores. 

There seemed to be only one other 

plan left to try—namely, specialized 
effort on a few special lines that 
were restricted in distribution, to 
two or three, or at the most, four 
jobbers. We have, therefore, gradu- 
ally built up these lines until to- 
day in addition to our complete 
general parts lines, we have a num- 
ber of what we term “Special or 
Key Lines” that embody many sell- 
ing features, and the salesmen are 
‘instructed to put their greatest ef- 
fort on these items. They are glad 
to do this, because they know, as 
we know, that the results of their 
effort will not go to some other 
jobber. We have also proven that 
by getting a turnover on these spe- 
cial lines we also receive a fair vol- 
ume of the general parts business 
from the same customers. 

We do not consder that we are 
doing an injustice to other manu- 
facturers, who feel that the more 
jobbers they have in Cleveland the 
better will be their distribution. 

In order to insure the success of 
this plan we made up special ter- 
ritory book slips for each salesman 
arranged so that with a small 
amount of work they can keep an 
actual record for the year showing 
when their customers are buying 
these special lines. A similar card 
is kept in the sales office and ad- 
ditional information is kept on this 
card so that we can tell at a glance 
month by month the dates of the 
salesman’s calls, the amount of busi- 
ness received each month from this 
account, what kind of data is given 
out, such as catalogues, etc. To make 
the plan more interesting, we have 
the special lines arranged in groups 
on the card and have tabs for each 
group so that we can ieadily see 
the number of customers in each 
territory that are guying the special 
key lines. Naturally the object is to 
get each customer using as many of 
these items as possible, and when 
the salesmen have this information 
they know what items are being 
used—hence they know what lines 
to push on each call. 

This perhaps sounds like a lot of 
work, but we have it simplified so 
that it takes only a smal! amount 
of one girl’s time to keep the record 
up to date, and the salesmen can 
transfer the information from the 
office card to their bookslips each 
month. 





In next week’s installment Mr. 
Carr will discuss the catalogue plan 
of his concern and will cover the 
machine shop operations. 
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BRANDON RE-ELECTED 
BY NASHVILLE GROUP 


Nashville, Tenn., Feb. 21.—Howell 
N. Brandon, manager of the Auto 
Bearings and Parts Company, 6th 
Street and Broadway, was re-elected 
president of the Nashville Garage- 
men’s Association at a recent meet- 
ing. Gleason Gibson, N, E. Dye, H. 
Van Arsdale, R. L. Stubblefield, Paul 
Bass, T. A. Bryant, William Martin 
and J. L. Walker were re-elected di- 
rectors, and Guy Chunn was added 
to the directorate. 


0. M. FAHEY STARTS OWN 
FIRM IN SPOKANE, WASH. 


Spokane, Wash., Feb. 21—O. M. 
Fahey, formerly with Gill & Fahey, 
automotive electrical specialists and 
manufacturers’ representatives, has 
openec a business under his own 
name at South 178 Monroe St. Mr. 
Fahey is doing a general automotive 
electric service business, and is 
acting as manufacturers’ represent- 
ative for electrical equipment and 
accessories, 


HEADS GARAGE GROUP 


Nashville, Tenn., Feb. 21.—Howell 
N. Brandon, manager Auto Bearing 
Parts Company, 6th Avenue South 
and Broadway, was re-elected presi- 
dent, 1933, of the Nashville Garage- 
men’s Association. 


NEW PARTS CONCERN 


Duluth, Minn., Feb. 21.—The new- 
est automotive parts concern in Du- 
luth is the Simplex Parts Company, 
which has opened for business at 24 
North 2d Ave. East. 
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FINDS BARGAIN DEPARTMENT 
AID FOR SLOW-MOVING ITEMS 


By JAMES R,. LOWELL 


A bargain department inaugurated during the summer 
of 1932 has helped the firm of Carl A. Anderson, Inc., 1514- 


16-18 Jones St., Omaha, Neb., 


one of the leading automotive 


service and sales establishments in the Middle West, to move 
many of the slow-moving accessories, and, in addition, is 


utilized in introducing new lines. 


Such items as horns, 


cleaning and polishing compounds, spark plugs, etc., have 


increased in sales volume by 


approximately one-third as a 


result of this novel merchandising idea. 


Mr. Anderson, president of the 
firm, got his idea for the new de- 


partment from the “day-old” de- 
partments being adopted by many 
bankers. The department is located 
just off the entrance driveway, 
where the customer cannot help but 
see the items displayed, while addi- 
tional items are carried in show 
cases in the stock room nearby. A 
display rack has been set up to 
show off the accessories effectively, 
and customers are invited to make 
an offer for anything they may see 
on the rack that they want. Nu- 
merous accessories that have been 
taking up valuable space in the stock 
room over too long a period are dis- 
posed of after a few days or a week 
on the rack. 

The bargain idea is further car- 
ried out by the company’s offering 
to trade articles with the customer. 
This phase of the department has 
proved popular, and it is seldom in- 
deed that the firm comes out on 
the wrong end of a trade, because 
Mr. Anderson and his assistants are 
better versed than the customer as 





Column 





On numerous occasions during the past year it has been 
pointed out that if the people who could afford it would 


spend a little more than usual 
would soon come to an end. 


of their money the depression 
These attempts to start “buy 


now” campaigns have been dismal failures. 


Although the public might have ®&———— 


started the wheels of commerce roll- 
ing if they had properly co-operated, 
the public simply would not “buy 
now” despite the logical proposition 
which was put to them that it was 
in their own interest. 


The failure of these campaigns 
has been due to a wrong approach 
to buy. The campaign should be to 
“sell now.” The real buying is the 
buying that men and women do be- 
cause they want something more 
than they want to hold on to the 
money—because desire has overcome 
fear. 

Many alert concerns during the 
past months have found that by 
making a determined effort to sell 
they have been able to do so. The 
proposal to inaugurate a “sell now” 
campaign might stimulate those 
business men who have been lag- 
ging. The “buy now” campaigns 
are based on a plea which is prac- 
tically “give now.” A “sell now” 
campaign would be based upon the 
strong impulse to get some profits 
now. 

When you come down to analyze 
the situation, you find that the peo- 
ple who must start business are the 
sellers. It has always been so. 
The seller must make his goods so 
attractive that the public will want 
them bad enough to buy. It is time 
to drop the weak-kneed position 
that “you can’t sell anything’ and 
that “nobody will buy” and adopt 
the arts of salesmanship. 

Business will pick up as soon as 
the public begins to buy. There- 
fore, make them buy. Stop saying 
“please buy.” Convince the public 
that they want your goods, 


Most jobbers make an effort to 
conduct their business in accord- 
ance with definitely established 
credit policies. A summary of the 
fundamental principles and prac- 
tices underlying these _ policies 


among many companies should in- 
clude the following: 
To accept every credit risk strict- 


ly on the basis of character, capac- 
ity and capital, commonly referred 
to as the “three C’s,” with particu- 
lar emphasis on character. 

To size up, approximately, each 
customer’s probable stock and the 
normal credit requirements in each 
line. 

To show special consideration in 
connection with initial orders so as 
to cultivate the customer’s good will 
and win his confidence, which is 
considered essential in any sound 
credit transaction. 

In troublesome cases or cases of 
temporary financial] embarrassment, 
to render special assistance through 
leniency, and special service through 
financial counsel, whenever neces- 
sary, with the aim of helping the 
customer to regain his credit stand- 
ing with the trade, and thus fur- 
ther cement existing friendly rela- 
tions. 

To obtain a satisfactory turnover 
of accounts receivable without need- 
lessly antagonizing a customer. 

Finally, to devise a policy suffi- 
ciently flexible to permit the han- 
dling of each individual account on 
its merits, to build up a feeling of 
confidence on the part of the cus- 
tomer, and to employ the confidence 
thus gained in the fostering of bet- 
ter mutual relations. 

Many executives have stressed the 
importance of maintaining a spirit 
of co-operation and co-ordination 
between the sales and credit depart- 
ments. In one company this is ac- 
complished by having the heads of 
these two departments go over the 
daily orders once or twice a week 
and decide the unusual cases to- 
gether. In addition, salesmen are 
encouraged to discuss the condi- 
tions of these customers with the 
credit manager at every opportunity. 





— 
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to the resale value of the various 
second-hand accessories. 

The bargain rack has the choice 
display location in the building and 
new lines frequently are displayed 
there. Horn sales have increased 
more than 100 per cent, since a rep- 
resentative selection of these acces- 
sories was mounted on large panels 
in the bargain department and con- 
nected with a battery so that the 
customer could push a button and 
hear any or all of the horns as he 
might desire. 

“The horns are so prominently dis- 
Played and so accessible that the 
natural impulse to push the buttons 
is yielded to by most of the 
customers,” Mr. Anderson said. “And 
after a customer has found a horn 
which especially appeals to him or 
whose tone is to his liking, he is a 
likely prospect for a sale. By this 
display method the customer breaks 
down his own sales’ resistance much 
more effectively than could an em- 
ployee of the company.” 

Constant study of changing con- 
ditions in the automotive electric 
service and sales field in view of de- 
veloping new methods to cope with 
new situations has enabled the 
Omaha company to maintain a fair 
level of profit in the face of failing 
profits in many of the old, estab- 
lished lines and departments of their 
business during the past three years. 

“The same ideas that apply to 
most other business also apply to the 
automotive business,” says Mr. 
Anderson, “and by keeping an eye 
on business trends in general and 
borrowing a few tricks from other 
merchandisers of service and com- 
modities, many new and profitable 
methods can be transplanted to our 
business. The main idea in times 
like these is to find out what the 
customer wants and will pay for, 
and then concentrate on those things 
rather than spend time and money 
trying to revive slow-moving lines 
and out-worn service methods,” 

The company acts as distributor 
for a complete line of automotive 
electric parts and accessories over 
practically the entire state of 
Nebraska and a portion of western 
Iowa, and it is this phase of the 
business that has been most affected 
by depressed conditions of the past 
few years. Three salesmen, two on 
salary and one on commission, are 
being gainfllly employed on the 
road, however, and the personnel has 
been reduced by only one employee, 
a traveling salesman, during the 
three years past. 

Net receipts have held up unusu- 
ally well in the service end of the 
business, while the sale of parts and 
even of accessories has been ap- 
proximately even with 1930 and 
1931. Mr. Anderson attributes 
this healthy condition to the fact 
that he has added new lines and 
perfected service operations to the 
point where there is a minimum of 
waste and overhead, 

“We never pass up an opportunity 
to take on a new sales and service 
line when we find something that 
we believe has the goods,” declared 
Mr, Anderson. “For example, we 
recently have been ‘pushing’ Pur- 
olators and automatic ignition locks, 
and the amount of business they 
have given us would surprise you. 
These are but two of more than a 
dozen new lines that have been 
making money for us during the 
past year.” 
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SUCCESSFUL SALES DEPEND UPON 
MENTAL ATTITUDE OF SALESMAN 


(Continued from Page 3) 


that a Chevrolet will be of advant- 
age to you. You will agree with me, 
won’t you, Mr. Smith?’ And when 


he has received an affirmative an- | 


swer he asks, ‘By the way, your in- 
itials are what, Mr. Smith?’ 
way the contract form is filled be- 
fore the prospect has a chance to 
change his mind. I have found a 
‘closer’ will always do well to finish 
on a statement in which the pros- 
pect has to concur. 

“For instance, the closer will ask, 
‘It’s worth your while, isn’t it?’ and 
when the prospect has nodded agree- 
ment the closer will say pleasantly, 
‘Right on that top line, please!’ 

“Some salesmen have found that 
a prospect should never be per- 
mitted to talk or get out a full sen- 
tence, except to order a car, until 


In that | 





they have given them all the sales 
material they can think of. If the 
prospect does make an objection the 



























































































salesman does not hear it, ignoring 
it in order to give another angle to 
his talk. Only when they are sure 
the prospect is really sold in his 
own mind will they let him try to 
make an ‘alibi.’ 

“That line of attack is based on 
the ground that if the sales talk has 
been thoroughly administered the 
prospect’s objections can only be ex- 
cuses, with no basis of fact. If the 


| salesman is prepared for objections 
| he can answer the prospect’s ‘Can’t 


afford it now,’ ‘Want tc talk it over 
with my wife,’ ‘Think I’ll stick to the 
old car,’ and ‘I expect to be in the 


| market, but not right now.’ 


“To the argument of not being 
able to afford a Chevrolet I once 
heard a salesman who had a suc- 
cessful record say, ‘But can you af- 
ford not to own one? You might 
get a cheaper car, but in the long 
ruy, would it pay? Would it give 
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you the service you demand? Now, 
you want a car for business. A 
Chevrolet might cost you $50 more 
than another car, but it will help 
you increase your income, because 


of economy of operation. Your over- 
head running costs will be cut. And 
your income will be increased. You 
want that, don’t you? Well, then, 
you can’t afford to get a good car 
when you buy, and I doubt serious- 
ly if any car on the market will 
give you the service and wear that 
our car does.’ 

“I know another salesman who 
tells a prospect who says he wants 
to talk things over with the wife 
first, ‘Mr. Brown, you are the one 
who is going to pay for and benefit 
by this car the most. Your wife is 
going to tell you this is a won- 
derful car. You know that, your- 
self, right now. I’m going to put 
you down for a sedan and then 
I'll hold this order until tomorrow 
night so you can talk it over with 
Mrs. Brown. Let’s see, the color 
you want is black, isn’t it?’ 

“It all goes to show, if you are 
prepared for objections you can 
meet them successfully. And after 
all, no matter how many sales talks 
are given, it’s the signature on the 
dotted line that counts.” 














C. NORMAN FAY NAMED 
VICE-PRESIDENT OF HIS 
LATE FATHER’S CONCERN 


Boston, Mass., Feb. 21—C. Nor- 
man Fay has been named vice-pres- 
ident of the C. E. Fay Company, dis- 


tributor for Chrysler and Plymouth 
cars in Boston. He is well known 
in business circles and goes to the 
company with a splendid back- 
ground as a sales executive. 

Joining the Elliott Addressing Ma- 
chine Company of Cambridge ten 
years ago, he has traveled the world 
over contacting its sales outlets and 
aiding in the success of extending 
American export business. C, E. Pay 
for years head of the Chrysler or- 
ganization here, president of the 
Boston Automobile Dealers Associ- 
ation at the time of his death, was 
much pleased at the success of his 
boys, with Allen M. vice-president 
of the motor company and Norman 
with the other line. 

When Mr. Fay died, much of the 
business details he had looked after 
were added to those of Allen Fay. 
As sales were increasing this year 
with both Chrysler and Plymouth, 
Norman Fay was asked to join the 
organization to co-operate with- his 
































brother in further developing the 
C. E, Fay Company, one of the 
leaders in the automotive industry. 


SPRINGFIELD A. S. S. T. 
HEARS FLOYD C. KELLEY 


Springfield, Mass., Feb, 21—Floyd 
C. Kelley of the General Electric 
Company’s research laboratory was 
the speaker at a meeting of the 
Springfield Chapter, American So- 
ciety for Steel Treatment. His sub- 
ject was “Cemented Tungsten Car- 
bide.” Mr. Kelley took up the early 
development, the manufacture of 
the material, tools and the physical 
characteristics. 

Speakers for later meetings are as 
follows: March 22, M. Yatsevitch of 
the Watertown Arsenal, “Marto 
Etch on Defects in Steels”; April 17, 
J. C. Hodge of the Babcock & Wil- 
cox Company, “Welding”; May 
meeting, Stanley P. Rockwell of the 
Stanley P. Rockwell Company, 
“Hardness Testing and Its Relation 
to Physical Properties.” 
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AUBU BN—8- cyl - 32 Ww. B. CURYSLER—0-cri. 148 Ww. B GRAHAM—6-c71. 118 Ww. B. . 1 OLDSMOBILE—6-cy1. 115 W. B. PLYMOUTH—6-cyl. 107 W. B. 
Standar els om andar odels usiness Coupe ..745/5 Sedan .......... 825 o Stan. Cou .495)| 2-4 Spt. C RS) ..525 
2 Coupe .......5. 745|5 Cabriolet ....... gos § Cl. Opl. Sedan.3-008/2-6 Con. Road. .3,285 2 Coupe ......... 745|5 Sedan .......... 195 5 Coupe ......... 745/Conv, Coupe ..... 825 $ 2dr Sedan... 05s Sedan.» ...... 545 
5 Brougham .....795/5 Phaeton... ..948 7 ian ee -3.395 4 Coupe (R.S.) ...795/4 Conv. Coupe ...835 Raeae. -a78\Touring Sedan ..686 2-4 Con. Coupe. . .565 
. . B.) Oe a a a ee ee eee 
6 Sedan ...ceuees 845/7 Sed. (136 CONTINENTA t-cyl, 10114 W. B GRAHAM—8-cyl. 119 W. B. OLDSMOBIL -cyl. 119 W. B alee ° -eyl. 115 W. B. 
AUBURN—8-eyl. 127 W. B. Beacon Models Standard Models Py dice 2 Roadster ..... -585|/2-dr. Tour. Sedan.675 
Custom Dual Ratio 2 Roadster ...... 355'2-dr. Sedan ...... 380 2Coupe ....... - -845/5 Sedan .......... g95 Business Coupe..845|5Sedan_ ......... 925 52-dr. Sedan ...635/2-4 Con. ange . 695 
DEED: cis cceces 895'5 Phaeton ....... 9006 COURS oc ccivccces 380\4-dr. Sedan ...... 395 4 Coupe (R.S.) ...895/4 Con. Coupe “935 5 Coupe dense **° 845/Conv. Coupe ....925 2Stan. Coupe ...635\4-dr. Sedan .....695 
& Begeenam eeces 945/Speedster ....... 095 CONTINENTAL—6-cyl. 107 W. B. GRAHAM—8-cyl. 123 W. B. jot — “el ree Sedan ...955 4 Coupe (R.S.).. .670! 
5Sedan . - -995)7 Sed. (136 W. B.) 1095 Flyer Models Custom Models Sate REO—6-cyl. 11714 W. B. 
5 Cabriolet ..... 1045 Roadster ....... 430:2-dr. Sedan ...... 2 Coupe ........1,045/5 Sedan 1.095 PACKARD—8-cyl. 12712 W. B. Flying Cloud Models 
AUBURN—8-cyl. 127 W. B. COURS «22. - ss oes 400i4-dr. Sedan ...... 535 4 Coupe {#,S.).,1/095) cece =| RIDES 2150\Coupe Sedan ....2190 Stan Sedan .....995/Elite Sedan ..... 1090 
Salen Models aims ae  -* 14 W. B. HUDSON—6-cyl. 113 W. B. 2Coupe ........ 2160|\Coupe Roadster .2250 Stan. Coupe ..... : -,995|Blite Coupe anoostoae 
$ Brougham ...1195|5 Phaeton ....... 1908 Gouse (RE)... Sabie ae Sodan. ..818 Super-Six Models PACKARD—8-cyl. 136 W. B. oS eo 
eee ncded 1245\Speedster ecccees 1345 Stand. Sedan _...745\ io puieees ones. -765|5 Phaeton ........ 835 2Coupe ... . .2350/5 Coupe .... 2440 REO—S8-cyl. 131 W. B. 
5 Cabriolet "2... 1295 DE SOTO—6-cyl. 114% W. B. Coupe ( : ‘sens isaaser sess 86° 5 Phaeton .-2370/7 Sedan ........2455 Royale Models 
AUBURN—12-cyl. 133 W. B. Standard Models os pe . : 5 Sedan . ..2385|7 Limousine ....2550 Stan Sedan ....1745/Elite Sedan ..... 1845 
Standard Models 2 Business Coupe.695'2-4 Coupe (R. 8.).735 HUDSON—8-cyl. 119 W. B. Club Seda ;:2390/Con. Victoriw ...2780 Stan. Victoria ..1745/Elite Victoria ...1845 
3 Coupe ........ 1145'5 Sedan ......... 1245 5 Brougham ..,,.695/5¢@dr. Sedan.....765 coach wees nags 7 Touring 2390|Con. Sedan ..... 2890 Stan. Coupe ....1745/Elite Coupe ..... 845 
5 Brougham ....1195/ De ete—e-cr7l, 14% W. B. 4 Coupe ...7.'551,095/Cony. Coupe: .:1/245 PACKARD—S-orl, 135 W. B. ROCKNE—6-cyl. 110 W. 6 
AUBURN—19-c 1 138 W. B. HUDSON—8-cyl 132 W. B. uper Eig andar s 
Custom Dual Ratie Models [94 -ne a, oe Major Eight Models SSedan ......... sei licalamauinn .e+e2750 5 Coach 685|4 Coupe ......... 620 
2 Coupe .....0.- 1295|5 Cabriolet ...... ee Oe OS cccee fa -790)8 Con. Sedan... +. SS 5 4-dr. Touring \Club Sedan ..... 1,495 PACKARD—8-cyl. 142 W 2 Coupe .:585|4 Conv, Roadster. .675 
5S Brougham ....1345\5 Phaeton ...... 1495 5 Sedan .......-..835 anne coeeee 1.90877 Sedan ........1,405 Super Bight an” B. 5 Sedan --615/5 Cony. Sedan... .695 
SSedan .....+65 1395\Speedster ...... 1495 DODGE—6-cyl. 111% W. B. wUPMOnILE¢- . 2 Coupe S titios 3090 ROCKNE—6-cyl. 110 W. B. 
AUBURN—12-cyl. 127 W. B. D. P. Models 8 Sedan 908! Vinto W. B. Coupe Roadster, sei fae Deeios°**tae De Luxe Models 
Balen Models 2 Business Coupe  |2-4 Coupe (R. 8.) 2-4 Coupe tS} 998iCabriolet 1.008 5 Phaeton . 2890/7 Limousine :3280 5Coach .........630/4 Coupe ... 665 
§ Brougham ....1695/5 Phaeton ..... ..1845 (5 Dem. wood (5 chrome steel wn Club Sedan .....2975|Conv. Victoria ..3440 2 Coupe .. : “6304 Cony. Roadster. .720 
§ Sedan .....+.: 1745|Speedster .......1845 | wheels, R. M.).505, Shoke wheels, Coupe en eniesivictorin’. 1,260 8 O0UDe 2a Cony. Sedan -...3590 5Sedmm :........660'5 Conv. Sedan ...740 
5 Cabriolet *<2:.:1708) (5 wire wheels, [2-4 Con. Coupe . 5 Sedan’... : 77! 1,196/Cabriolet '"::::1:1,295 © TOUFer ..-...-3000” STUDEBAKER—6-cyl. 117 W. B. 
suninens AUSTEN Sfondster’ 305 2 B. ee «+ 14595! —. A. weed as aes I{UPMOBILE—8-cyl. 126 W. B. PACKARD—12-cyl 142 W. B. Series 6-56 
oupe...275'Roadster ........ usiness Cru . OM ceses sgcacesa | 
Spl. Business — |Coupe .....«+-+.- 315 (5 chrome steel late Con. Coupe. i COURE cocccceee i “Sslcapriolet 135 3 Soane : ‘Fre0lbee ake ton’... sees 4 Coupe Sages ied 390 3 Geral BCR oo 
UD co ccsnece eslsun’ Coupe "2.2: 378 spoke wheels | Wire wheels R. LA SALLE V-8—8 +t eed Oy TE ie SRAOOR, 20+ SEES Fe eemeaeser eee: bh ~ aes 
K—8-cyl. 119 W. B R. -620! 5 Sedan (5 chroz Series wee Cc Body by Fisher . 5 Sedan saedeies 3800\Cony. Seaen “S80 5 Sedan ees 9154 Regal Con esos 
BUICK—38- . B. -C. Body by Fisher = 5Sedan ........ cco cte CH. ccvnsesss 4 ; 

33-50 Series 2- “4 coupe (R. 8) ! steel. spoke SOMO 8 MedaR o... cee 2,245/2 Conv. Coupe. .2,395 Club Sedan ::; .3880| 5 St. Regis | Roadster ..... 1020 
2Coupe ........- 995'5 Coupe ........ 1,065 Dheels RM) g40|. Wheels, ML). .695 2 Coupe .. 12,245/5 Town Coupe. .2,395 K Brougham ..... 915'5 Regal Sedan ..1020 
Special Coupe. 1.930 Con. Coupe... 1,115 q Wheels, R. M.).640!5 Sean o = LA SALLE V- a evi. 196 W. B. PACKARD—12-cyl. 147 W. B. 2 Regal Coupe ..945)5 Regal Con. 

Sedan .....++- 1,045) (5 a wheels, ; Wood wheels, 2 . Body y Fisher i arr 4085|7 Limousine 4285 4 Regal Coupe ..995, Sedan ........ 120 
BUICK—8-cyl. 127 W. B. ae. ee 640! Eig ‘wise tt § Town Sedan. "2498/1 Imperial baaaci 2,645 PACKARD—12-cyl. 147 W. B STUDEBAKER—8-cyl. 117 W. B. 

33-60 Series 5 Salon Broug’m. .660} whee saabenes . Custom Metals Commander 8-73 
Special Coupe. .1,270/Con. Coupe ....1,365 2-4 Coupe iR.S.) | aoe LINCOLN V-12—12-cyl. 136 W. B. Spt. Phaeton ggg AN 2 Coupe ........ 1000/5 Regal St. Regis 
re cvcecece 1,310'Con. Phaeton ..1,585 (6 wire wheels, '9-4 at * ‘Coupe (6° Open Roadster .2,700/5 Sedan ........ 3,200 Dietrich ses\” ‘ 7 4Coupe .....0:- 1060| Brougham +++ 188 
5 Coupe 1'310! 2F.W). s Open Roadster 5 Coupe |....... 31200 <,(Dietrich) .... (Dietrich) ....6570 5 St. Regis 5 Regal Sedan ..1180 

Sovences than tt yee. | wheels, 2 (R.S.) .......2745,Phaeton with Ste. Coupe Formal Sedan Brougham ...1075)5 Con. Sedan ...1195 
BUICK—8-cyl. 130 W. B wood wheels ls De ¥ oapeanes Phaeton ....... 3,000| ton., cowl and (Dietrich) ...6000) (Dietrich) ....7000 §Sedan ........ 1075/4 Regal Con. 

33-80 Series em pee ee oo Ml Caine th CE os nne ed 3,100! windshield 3,200 Con. Victoria A. W. Cabriolet 4Con. Roadster.1095| Roadster ..... 1200 

Sport Coupe ...1,495|Con. Coupe .....1,575 §Sedan (3 wire | sneugnem. Town Sedan ...3,100,7 Touring ..,..- : (Dietrich) |. - 6070) | (Le Baron) -. - .7000 2 Regal Coupe ..1105/4 Regal Con. 
5 Coupe ....... 1,540/Con. Phaeton ...1,845 wheels, R. M.)..670/ spoke wheels 2 Coupe (R.S.).3,145'7Sedan ......:: ;300 Con. Runabout A. W. Town Car 4 Regal Coupe..1155| Sedan ........ 1300 
ET scnsccone 1,570: i PL... Con. Roadster |7 Limousine ..- 3,350 (Dietrich) ....0085' (Le Baron) ..7000 srupEBAKER—8-cyl. 195 W. B. 
BUICK—S-cyl. 138 W. B. DODGE—8-cyl. 122W.B 2 22 gangain be PIERCE-ARROW—8-cyl. 130 W. B. President 8-82 
See Te... tame a4 conse un.dl © ee readin Vas a eg Re as 
+ oh, T85\7 OR. cecoce ok oupe ( ) 5 Sedan (6 dem. sereeees a 2 Club eg oadster ..... 
n 1,805.7 Limousine ....2.055 (5 dem. wood wood wheels, 3 7 Burns «+-..-0988) dows) (Jud- (Trunk on rear) 2386|3 Club Sedan ";..2698 , Brougham ...1385/5 State Sedan ‘1490 
5 Cl. Cpl. Sedan.1:820 5 Wheels R M.).118! FW.) sans, 1199 Sisebe tiddiiie tee ti’ was ; - $ See. Roadster. at eo, [ae .- 
( - - —#-cyl, 1836 W. B SSedan ”..... 
CADILLAC V-8—8-cyl. 134 W. B. aie whan, i. 4 Con. a- (5 cowl and wind- dows) (Jud- ERGs aneew M ri =e. & 4State’ Coupe T4301” Bedan ” cageie 1650 
Series 355-C. Body by Fisher ee cette 1145! wheels, R. M.).1185 Shield) | ....--4,400) bins) ....... 6,500 ciup 5 State St. Regis | 
BCoupe .....0- 2,695)2 Conv. Coupe ..2,845 5 Sedan (5 dem’ | y Town Sedan Con. Cou ub Brougham |S Sedan ........ 2740 “ ‘Brougham 1490| 
2 Rosister .....2°7951 ae we re windows). .4,400}. (Brunn) .....5,700 (Trunk on rear) .2550/5 Club "Beden . ++ .2860 STUDEBAKE cyl. 133 W. B. 
CADILLAC V-8—8-cyl, M0 W. PM) ones 11 “3 windows). 4.4001 (Willoughby)..5,700  FIERCE-ARROW-$-cy1._ 189 W. B. President 8-08 
Body by Fisher ESSEX—6-eyl. 106 W. B. SSedan .......4,500\Sed. Limousine Standaed Models 4 Coupe .....++ 1625/5 State Sedan ..1790 
5Sedan ....... 2.895|7Sedan ........ 3,045 Terraplane Standard Models Con. Road. (R:S.) (Judkins) ....5,800 7Sedam ........ 2850/7 En. Dr. lim...,2975 5 St. Ragis 7Sedan ........ 1835 
5 Phaeton . 3.895/7 Imperial ..... 3,195 2 Roadster + 23) \$ Qoupe (R. 5S.) ..545 (Le Baron)..4,500)Con. Sedan bias Brougham ...1685)5 Con. ‘Sedan -.. 1855 
5 Coupe ....... 95'5 A.W. Phaeton -3,395 2 Coupe SSedan .......... 565 7Sedan ........ "600| (Dietrich) ....6,100 PISRCE-ARROW—8-eyl. 139 W B. = 4 Con. Roadster. 1685/7 Limousine ..... 1935 
5 Town Sedan. “3998! SCoach ......... “$131 7 Limousine Non-Col, Cabrio- ° . Salon Models § Sedan eeaaaaee 1685/7 State Sedan +. 21940 
ADILLAC V-8—8-cyl. 140 W. B. ESSEX—6- cyl. 106 W. B. (with drop let (Brunn) ..6,900 7Sedan ........ 3015/7 En. Dr. Lim ...3140 ate Coupe . ate Con. 
. ag he Terraplane Special Models Bartition) ” ...4,800/Sem1-Col. Cabrio~ PIERCE-ARROW—I2-cyl. 136 W. B. Brougham" .1790|7 State, — 
SSedan ....... 3,295/5 Town Cab, ...3.995 4 Roadster ......525/5Sedan ......... 60s ? tot (Brune) . .6,000 1236 i = a A as be 
445) 5 Coach (Dietrich) ...4,900) Brougham were 4 a 4 State Con. Limousine . 2040 
7Sedan ....... 3.445'7 Town Cab. ...4,145 Ch ......, --555/4 Cony. Coupe ...605 
7 Limousine ...3:6457Lim. Brough. ..4.145 4 Coupe (R. 8.) +855) Coupe (Judkins)5,000!} (Brunn) ..... 6,900 5Club Brougham |5 Se eae a 2975 Roadster ..... 1790) 
: ESSEX—8-cyl. 113 Pan. Brougham (Trunk on rear). o7es!$ clue "sedan . 3095 STUTZ—S-cyl. 127%% W. B 
CADILLAC V-12—12-eyl. 134 W B. “cy Ww. 8B. (Willoughby). .7,000 LAA } . 
Series 370-C. Body by Fisher 8c Terraplane Eight Models MARMON—16 cyl. 145 W. B. PIERCE-ARROW—12-cyl. 139 W. B. A Models 
2 Coupe ....... 3,395/2 Conv. Coupe...3,545 § coupe sss+++ --645/5 Sedan ......... 735 § Sedan ........4825|2 Con, Coupe. ....4975 1236 Stan odels 5 Coupe te Club Sedan ....1995 
2 Roadster .....3,495) tGeane aS” ‘Saal Cony. Coupe ...725 2Coupe |....... ‘er alee aan FReden cccccees 3250'7 En, Dr. Lim ...3375 5 Sedan ...... - -1998|Cabriolet Coupe. .2285 
CADILLAC V 1218-1, 140 W. B FORD—iveyl, uit w. v, S$ Shug Seth 4988 on, aadd'S01R PERRCE-ARROW 2-07. 457 Ww. B, COUPE «== 1098 
y sher Model 46 . . eeeeenes mousine ..... 1242 Custom — eTUTZ—8-eyl 1344 w. s 
§ Bett cc RMSE Rea SME tomate EBT Bet coupe, 8 WASH Sal He W. B. 6 Club, Brougham 6 Tourer... 2000 SV-i6 Challonger Series 
Raat 3'595'5 A.W. Phaeton.4.6f3 2 Coupe 3 win....440| windows) ...... 490 (Trunk on rear) .3650 5 Spt. “Phaeton 5 Coupe ........2495/2 Speedster ..... 2880 
5 Towa Sedan. .3.695! 2 Coupe 5 win. .. "495 5 4- o. 4-window 2-4 Coupe (R.S.).745 5Sedan ........ 3785|(Ton. Windscr’n)4150 5 Sedan ........ 2780|\Cabriolet Coupe 2880 
5 Phaeton ....... 445|5 DeL Tudor ED 0ndssees> 6955 4-dr. 6-window 2-4 Coupe (R. S.)3785|5 Club Berline 2Coupe ........2780/Torpedo Sp'dster .2980 
CADILLAC v- -19—18-e91. 140 Ww. B. 2-4 Road. (RB). ..450/ Sedan ....... 500 2 Coupe oxeana pn MMR aacsanens 745 on. cr Rar. see! ent on rear) .4250 Club Sedan... .2880) 
ody by Fleetwoo or Sedan ..4505 Ford }  ssccccce 5 Con an 
5 Sedan ....... 3.9955 Town Cab.....4,695 2-4 DeL Roadster. 460/2-4 Del, a el? NASH—8-cyl 116 W. B. 5 Club Sedan |(Trunk on rear) .4250 STUTZ—8-cyl. 145 W. B. 
7 Sedan ....... 4,145'7 Town Cab..... 4,845 2-4 Coupe (RS) 3 windows 515 Standard Eight Models (Trunk on rear) .3950! SV-16 Challenger Series 
7 Limousine ...4345/7 Lim. Brough..4,845 3 windows ....465/2-4DeL Coupe ZOOUPE w.ccsceee 8630/5 4-dr. 6-window PIERCE-ARROW—12-cyl. 142 W. B. TSedan ....c.0- ++ ROSE aeIenee Coupe. .3445 
CADILLAC V-16—16-cyl. 149 W. B, 2-4 Coupe (RS) | (RS) 5 windows.515 ° ar. 4-window Sedan... .-.- 1242 Custom Models Titmousine ....d46515 Comv. Sedan . 2008 
Series 452-C. Body by Fleetwood 5 windows ....465}2-4 Cabriolet .....535 Be assensuns #20)2-4° Coupe “(#.8.)°845 7 sedan. 3985|7 Tourer ........ 4250 STUTZ—8-cyl. 134% W. B. 
§ Sedan 6,250/Town Cabriolet | 2 Del Coupe, + 4904 WistOEla gee eees 2-4 Conv. Road...900 7 en. Dr. Lim’ | /4250/ DV-82 Challenger Series 
edan eee (Opera ats).6,850 Wincows ...... ordor " “ 19. : 
7 Limousine ...6,600/Town Cabriolet. .6,850 NN casein sc “4 “Fight Mogels”” are ten > Sdoaels” * 5 Sedan soreness Cum Godan .. 2000 
7 Lim Brough. .6,850 Ford—V-8. 112 W. B. 2Coupe ......... 965/2-4 Coupe (R.S.).1,015 5Sedan ........ 4295|5 Club Berline 2Coupe ........3480/Torpedo Sp'dster .3680 
CHEVROLET—6-cy!l. 110 W. B. Model 40 5 4-dr. 4-window 2-4 Con. Road..1,055 5 Club “sedan \(Trunk on rear) .4600 2 Speedster 3580! 
Sport Roadster. . -485|Sport Coupe .....535 Roadster . --475|De L. Phaeton....545 Town Sedan ..975/5 2-dr. Conv. (Trunk on rear) .4400/ pe shed 
oli eames depipiete a. oe 565 Coupe ... 490'De L. Tudor...... 550 5 4-dr, 6-window Sedan 1,095 STUTZ—8-cyl. 145 W. B. 
Coach ........... 518! Cabriolet |...” 565 Phaeton .... 495/Pordor ........... ” a... © : PIERCE-ARROW—12-cyl. 147 W. B. DV-32 Challenger Series 
Phaeton ......... 515) Tudor Sedan ...500/Cabriolet ...... - 585 eae : 1267 Custom Models 1 Sed 3945/7 Li ii 4145 
De L. Roadster..510/Victoria ......... 595 NASH—8-c 7Sedan ........4535/Town Brom (Small OGOn «51+... -20tilT Limoweine ....- 
9 mer ae ek. ttt 2 a De L. Coupe ....840/De L. Fordor 610 . Advanced Twin ee Eight * Models Ea. Dr. Lim. . .4800 Quarter Windows, Cabriolet Coupe.4145|5 Conv. Sedan ..4195 
PESO OPOP RE — ii ee ee ge ee on. ctoria run seeereees 
4 Brougham ..... 7195/4 Con, Coupe .....885 FRANKLIN—€-cyl. 118 W. B. 2-4 Coupe (i S.i1278/3 Vieworia \*9"1'39¢ (Le Baron) ....5200|Town Bro’m (Large WHETO—~to oe & 4° 
4 Coupe (R.8.)...83515 Con. Sedan .. .1,055 Olympic Medele—Series 18 5 4-dr. 6-wind Ade Gon.’ ’*' "395 Coupe (Metal Back |Quarter Windaws, 2 Coupe .--.--..-395/4Sedan .-........ + 
: 5 Sedan ... -+1385|4 Conv. Coupe . 1500 vee. Con. 209 4 Coupe . *425|Custom_Gedan "...478 
CHRYSLER—8 cyl. 120 W. B. 3 Cou Sedan ........ Las Godan ..... 1,575 (Le Baron) ....6300/Brunn) | ........-6700 4 Custom Ci '445,4 Con. Roadster. . .475 
Royal Eight Models Coupe (Leather Town Car (Sta- ustom Coupe. e 
2 Business Coupe.945\4 Con. Coupe. ..1,035 ET. a 182 W. B. NASH—8-cyl. 133-142 W. B. Back, Le Baron) .6600\tionary rear quar- WILLYS—6-cyl. 174 O. A.* 
2-4 Coupe (R.S.).985'5 Con. Sedan ...1'195 Series 16-B Ambassador Twin Ignition Models Club Sedan (Le ter, Brunn). -6700 2 Stan. Coupe ...595/Custom Sedan ...675 
aa... 995 5 Sedan xis +++++1985|Oxford Bedan 1995 2-4 Coupe (R.S.) 1545/5 4-dr.-4- wae ROOD  ncacciens 5700/Town Cab'let *(Col- Custom Coupe . 675! 
CHRYSLER—8-cyl. 126 W. B. Club Sedan ;:''1985|7 Sedan weeeee 9135 — Winter ole ne .1820 Con. Sedan (Le |lapsible rear quar- 
Imperial Eight Models FRANKLIN—12- vey], 144 W. B. 2-4 Cony. ‘Road’ 1648|, Sedan ”..,..1875 Con, Sed. ‘with pare lim’ Dr. Brom (Lie .,"O; &.—Overall length of chassis instead 
2-4 Coupe (R.S.)1,355'2-4 Con, Coupe. . 1,425 Series 17 5 Victoria 1785/7 4-dr. Sedan’ '; "1958 tition (Le Baron}6100\mousine Front, of wheel base. 
$ Coupe ....... 1395/5 Con. Sedan ..1,595 5Sedan ........2885|7Sedan ........2985 5 4-dr.-6-wWindow I" 4-dr. Limou..:.2055 En. Dr. Limousine {Brunn) .........7200 j 
edan ..... 95) 5 Club Brough. .2885/7 Limousine ..... 3185 Sedan ........1855 (Le Baron) ....6200! (Recent price changes in bold face) 
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WHY AMERICAN AND EUROPEAN 
CARS DIFFER IN DESIGN 


(Continued from Page 5) 


prevailing will be acceptable to the 
American public. 
streamlining is uppermost in the 
minds of our designers, bumpers will 
be incorporated in the general de- 
sign rather than appeafing as ac- 
cessories, 

The foreign practice of using wire 
wheels with covers which have the 
resiliency of the wire wheel plus 
te appearance of te disk, has begun 
to assert itself in tis country. For 
quite some time foreign makers have 
used cast wheels. Now we find a 
large manufacturer in this country 
producing a wheel which, although 
it is not cast, looks very similar. 
Then there is also the Bucciali type, 
which is a combination of brake 
drum and spokes, 

Radiator grilles, which swept our 
country a short time ago, were used 
in Europe for a number of years 
previously, for the purpose of pre- 
venting injury to the radiator core 
when hit by flying stones. It made 
no difference to us here that our 
roads were of a differen. construc- 
tion; we accepted the grills whole- 
hearterdly and used it on all models 
and makes. Le Lique glass radiator 
caps, which have been used for 
some time in Europe, are now being 
reproduced in this country. 

In Europe a number of cars were 
shown during the last two years, in 
which the center pillar has been 
eliminated. This practice certainly 
has many merits, but it is adaptable 
only on chasses equipped with in- 
dividually sprung wheels. As this 
method of spring suspension has not 
been adopted for any American 
chassis up to the present time, it 
will undoubtedly be some time be- 
fore we see the elimination of center 
pillar. 

Although we often do not care for 
the lines that European designers 
use to attain their effects, the idea 
brought out is often fine, and w2 
work out this same idea in a way to 
meet our requirements. Such was 





Inasmuch as 


the case in “cleaning up” the front 
of the car as well as the rear, by 
covering chassis parts. A car brought 
out by Marbury gave us the idea of 


building ugly chassis parts at the 
front of the car. There was also a 
car at the Olympic show in 1930 
which brought the tail way out over 
the rear. There is no doubt that 
these were the forerunners of our 
present-day workouts, which do not 
look like covers hiding chassis parts, 
but rather like parts of the body 
which add greatly to its appearance 
by harmonizing with it and really 
supplementing it. 

In Europe you can find trunks of 
all types, sizes and shapes, and for 
all purposes. Here, however, I be- 
lieve that soon the only acceptable 
trunk will be the one designed in 
harmony with the lines on the rear 
of the car, 

Directon signal, which Europeans 
have been using for many years, is 
being adopted by buses and trucks 
in this country. 

On the interior of the cars, again 
European designs show much more 
variety. Here we establish a certain 
set style of cloth and trim. We 
seldom deviate from it as they do 
abroad, -We use a pin-stripe, cord, 
plain cloth, or small pattern. In ad- 
dition to these, they use a stripe, 
much larger pattern, suede and 
knitted cloth. As we have to buy 
cloth to be used in production for 
some time, during which time the 
exterior color may be changed more 
than once, we must select a color 
which will be neutral and harmon- 
ize with any exterior rather than be 
beautiful with one and atrocious 
with another. It is obvious why for- 
eign car interiors can always look as 
if designed for certain exteriors, They 
are so designed. Our cne interior is 
designed for a changing exterior. 

Car interiors gives Europeans a 
fine opportunity to apply their art 
and skill in developing details. The 
range is wide, and they certainly 
take advantage of it, not only in 





type and color of cloth, but in all 
refinements and appointments. For 
example, in the matter of garnish 
moldings, there is no trend or type, 
but pure individuality. The wain- 
scot pamel may be wide in one, nar- 
row in the next, modern in one and 
ornate in another. They may have 
not only the molding in wood, but 
much woodwork on the interior— 
special cabinets and extensive pan- 
eling. 

Some of the European variations 
in fenders include a chrome mold- 
ing extending along the edge of the 
fender, a combination tool box used 
in conjunction with a short front 
fender, a long flowing fender, a 
bicycle-type fender and _ various 
cross-mixtures, European cars have 
more or less standard rear fenders, 
but an unending variety of front 
fenders. 

It was the French who started all 
the vogue for fancy running boards. 
It progressed from a grill, open-work 
board, to chrome moldings on a 
mahogany board to bumpers on the 
side of the board. Now there is a 
choice—either a fancy running 
board, a plaig one, or none at all. 

On the other hand, there are 
many details in which we can truth- 
fully feel we surpass Europeans. 
Take springs, for instance. Although 
they again lead in variety, as shown 
in their air and sponge rubber cush- 
ions, there is no one who would not 
agree on the superiority of our 
cushion spring development. An- 
other point in which we lead is that 
of hinges. This point is made es- 
pecially strong with the advent of 
the concealed hinge, as it has aready 
been developed. It is the next logical 
step in line with streamlined bodies. 

Thus, for ail these differences, 
there is a reason; the Europeans be- 
lieve in establishing and maintain- 
ing their individuality, while we be- 
lieve in selling automobiles in quan- 
tities, 


MURRAY STEEL PRODUCTS 
BUYS WOODLITE PLANT 
Cleveland, O., Feb. 21.—The Mur- 
ray Steel Products Company has 


| Standards. 








Dealer Activities 





(Continued from Page 3) 


the smaller wheelbase, lower priced 
models of the eight will be in pro- 
duction here, the guesses running 
all the way from three weeks to as 


many months. 
+ o 


A new variation of the familiar 
economy test plan for the benefit 
of owners has just been inaugu- 
rated by H. A. Wehmeier, vice- 
president and general manager of 
Community Motors, Inc., Pontiac 
distributors. Instead of placing one 
gallon or more in the gasoline tank 
and seeing how far the car will go, 
only one-tenth of a gallon is used, 
and that is put in a device known 
as the “gas per mile” gauge secured 
from the United States Bureau of 
The idea is to demon- 
strate that the new Pontiac will do 
fifteen miles to the gallon, and, 
according to Mr. W~' meier, it is 
proving popular here. 

’ 7 . 


Roy F. Sullivan, who heretofore 
has been identified as a new car 
dealer on Chicago’s west side, has 
switched his activities exclusively 
to the merchandising of late model 
used automobiles, with headquarters 
at 4701-5 West Washington Boule- 
vard. Mr. Sullivan has been given 
the Middle Western territory as 
liquidat"-~ agent for the Associated 


Auto Bankers. 
* 7 * 


The Rex-Hide Sales & Service 
Company has just located its local 
sales office and service station at 
2925 Calumet Ave. This concern 
is the sales agent in the Chicago 
territory for Rex-Hide brake linings. 


Coming as a departure from the 
former plan requiring Chicagoans 
to file applications for state license 
plates with the automobile depart- 
ment at Springfield, the secretary of 
state has opened a branch in Chi- 
cago at the City Hall, where plates 


purchased the Hollydale, Cal., plant! are delivered direct upon payment 


of the Woodlite Company, Inc., 
manufacturer of automobile and 
airport lighting equipment. 


of the motor vehicle fee. Identifi- 
eation cards are later mailed from 
Springfield to the owner. 


Ten Passenger Car Sales Lea ders, Jan., 1933—Dec., 1932 


REPORTS PUBLISHED AS THEY COME IN 


In this table: 15 states and 


Returns for today: Ohio. 


the District of Columbia. 
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JAN., 1933 | First Second | Third ' Fourth | Fifth Sixth Seventh | Eighth | Ninth ‘ Tenth 
States Sales, : \ | | | | ’ 
Delaware 241 | Chev 100 , Ford 44/| Ply 21'!Fontiac 20| Buick 17; Chrysler 9,Packard 7: Essex 6 | Olds 4, Rockne 3 
Florida 1555 |Chev 536 |Ford —_380 | Ply 239 | Auston 136|Buick 59|Pontiac 46|Dodge 37|Essex 24|Chrysler 16|G-wO 9 
Idaho 141 | Chev 57|F-P 30|Rockne 4|E-O 3 | B-DS-D-G2 | * 1| l | 
¥ilinois 5909 |Cnev  1601/Ford 1165 | Ply 954 | Pontiac 379| Buick 321|Dodge  237|De Soto 171 | Olds 135 ; Stude —_124| Chrysler 113 
Indiana 2812|Chev _957| Ford _527| Ply 497| Pontiac 111|Dodge 110|De Soto 99!Rockne 83|Buick 80|Essex 68 Stude _65 
Maryl’d 1387|Chev’ 603 | Ply 187| Fords  183| Pontiac 74| Willys 64|Buick 49 | Essex 36' Dodge  33|Rockne 28 CH-DS 24 
Mich, 4632|Chev 1801/|Ford 1781 | Pontiac 425 | Ply 416 | Dodge 245 | Buick 223|Essex  110|Olds 109|Rockne 83|De Soto 68 
Minn. 1333|Chev  586|Ford 180/| Ply 170 | Pontiac 81|Buick 73|Dodge 40|Stude 27|Hupp 25 | Essex 22 Chrysler 21 
N. Dak. 164, Chev 65 | Ford 37: Ply 22: Pontiac 10)B-D 7.Ds 4|Rockne 3 Ch-WO 2 * Bs 
Ohio 4793|/Chev 1654 | Ply 781 | Ford 754 Pontiac 308| Dodge 211 | Buick 169 |De Soto 155|Essex 115 | Willys 102 Rockne 90 
S. Car. 625|Chev 260|Ford 149 | Ply 83 | Austin  44|Buick 20|/Dodge 16|Pontiac 14 | Essex 10 | Chrysler 8|Packard 4 
So. Dak. 278|Chev 111 | Ply 58 | Ford 56 | D-R 10 | O-P 8 | Buick 5 | Stude 3|DS-E 2/* 1| ae 
Utah 225 | Chev 79 Ford 42 | Ply 38| Essex 14|Dodge 10 Buick 9|De Soto. 7;Graham 6 | N-Po 4,/A-S 2 
W. Va. 763|Chev 253 | Ply 157 | Ford 156| Dodge  62'Pontiac 2% | Essex 24 | Buick 17, Ch-DS-G 10 | Rockne 8 | Stude 7 
Wis. 1134|Chev 419|Ford 154 | Ply 143 |Pontiac 77|Buick 69|Dodge 64 | Essex 54 | Olds 21 | wo 20 | Nash 17 
D. of Col. 848' Chev _332| Ford _109| Pl 79| Pontiac 78| Buick 43 Dodge 32) Hu 21' Rockne 20 Essex 19| Willys 17 
DEC., 1932 . First Second Third Fourth Fifth | Sixth Seventh | Eighth Ninth | Tenth 
States Sales | | | | | | | | | 
Delaware 142 , Chev 36 | Ford 35 Ply 21: buick 18| Pontiac 5,$ 3,C-E 2\* 1; oo. 
Florida 1185 |Ford 396|Chev 210 | Ply 209 | Austin 154|B-E-Po 31/D-G 16|Ch-N-O 11|DS-R 7 | Pa-Re 6 | C-M-S-WO 5 
Idaho 41 | Chev 15 | Ford 14 | Ply 5 Buick 2|* 1| ] | ' 

Winois 1432 | Ply 372;Ford 296|Chev 200;Dodge 73|/Buick 51 /Fo-E 45 Chrysler 37,lackard 36|DS-WO 29| Nash 28 
Indiana 1739|Ford 221|Chev 165! Ply 128!Dodge 32 | Essex 27 | Buick 21|Stude 18|Pentiac 17|De Soto 16, Olds 14 
Maryl’d 916| Chev 220 Ply 191 | Ford 182 | WO 51 | Essex 44 | Dodge 42: Po-S 27 | Buick 25|Rockne 22| Chrysler 19 
Mich. 2983|Ford  786|Chev 671 | Ply 660 | Dodge 224| Buick 141 |Essex 77 |Rockne 67|Pontiac 52|De Soto 33 | Old 31 
Minn. 732 | Ply 206|Ford 165|Chev  138|Hupp  37|/D-O-Po 22|Wo 20 |E-R 15 | Chrysler 14|Buick 11 | Stude 9 
N. Dak, = 22 | Ford 12 Chev 6 P-R 2| 
Ohio 4664 | Ply 1170 |Ford 1092/Chev 1029|Dodge 228| Pontiac 148|Essex 136|Buick 123 |De Soto 110|WO 105 | Rockne 82 
8. Car. 414/Ford 168 | Chev 95 | Ply 60|Austin 36|B-E 8|Rockne 7|Pontiac 6 | Dodge 5|Chrysler 4 | Hupp 3 
So. Dak. 94/| Ford 44 | Chev 26 | Ply 9|Pontiac 5;D-O 3\°* 1| | | | 
“Utah 30 | Ford 13 | Chev 5 Ply 4\* 1; | 

W. Va. 584 |Tly 201 Ford 161 Chev 78 Dodge 35. Pontiac 22 Essex 20 | Buick 11 Olds 8 tt 6 A-Pa 3 
Wis, 822 |Ford 215 | Ply 200|Chev 140 |Dodge _45|B-Po  28|Essex  25|Nash —_22 | WO 20 |Rockne 15 De Soto 12 
D. of Col. 565 | Ford 106 | Chev 92|P-WO  83|Pontiac 36|Dodge 29! Buick 25 | Essex 15 | Stude 13|Rockne 11|H-N 10 
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KEY TO ABBREVIATIONS AND SYMBOLS 


A—Auburn, Au—Austin, B—Buick, C—Cadillac, Ch—Chrysler, DV—De Vaux, DS—De Soto, D—Dodge, E—Essex, F—Franklin, G—Graham, 
H—Hupmobile, Hu—Hudson, LS—La Salle, L—Lincoln, N—Nash, O—Ol dsmobile, Pa—Packard, P—Plymouth, Po—Pontiac, Re—Reo, R—Rockne, 
S—Studebaker, WK—Willys-Knight, 
mobile and Packard. 


WO—Willys-Overland. 


*All cars in this position registered only one. 
t—Chrysler, De Soto, Graham, Nash, Rockne, Willys-Overland, 





$—Chrysler, Hupmobile, Nash, Olds- 





FAIRFIELD, CONN. 


J. W. Skinner, for a number of 
years an executive of the Peck Chev- 
rolet Company, Bridgeport, formerly 
the Peck & Lines Company, which 
was recently absorbed by the Coch- 
rane Chevrolet Company, has formed 
a new corporation, J. W. Skinner, 
Inc., to take over the Chevrolet 
dealership at 15 Unquowa Road, 
Fairfield, operated as the Cornish 
Chevrolet Company. Mr. Skinner is 
president, treasurer and principal 
owner of the new corporation, which 
has paid-in capital of $10,000. 

~ * 


NEW BRUNSWICK, N. J. 


Indications of another big year 
here for the Ford car were evident 
at the W. E. Mount & Son dealer- 
ship of 99 Albany St., where the new 
Ford V-8 was placed on display last 
Saturday. Since the car was dis- 
played here 21 orders were placed. 


BOSTON, MASS. 


A special salon exhibit of Frank- 
lin motor cars was held at the show- 
rooms of the Franklin Motor Car 
| Company, 596 Commonwealth Ave., 
| Washington’s Birthday. 

7 * 


* 

Former Gov. Alvan T. Fuller, 
president of the Packard Motor Car 
Company of Boston, planned a gala 
Washington's Birthday opening. He 
sent a number of famous paintings 
from his collection to be on exhibi- 
tion, including world renowned ex- 
amples by Romney, Gainsborough, 
Van Dyke, Reynolds and others. 
Ruby Newman's orchestra played 
from 11 until 1 o’clock and from 2 


|} until 5 in the afternoon, under his 


personal direction. 


IRVINGTON, N. J. 


Emil W. Kolarsey, who formerly 
handled the Auburn dealership in 
Irvington, has received an author- 
ized Ford dealership in the same 
town. The new company will oper- 
ate under the name of Ace Motors, 
Inc., at 1239 Springfield Ave. 

* * - 
NEWARK, N. J. 

The Griggs Sales Company, New- 
ark Willys dealer has moved into 
new and larger quarters at 493 
Broad St. The first floor of the 
two-story 17,000-square foot struc- 
ture has a large show room in the 
front and a completely equipped 
quick service department in the 
rear. To the rear of the show room 
are a series of customers’ waiting 
rooms. Used cars are on display on 
the front part of the second floor. 
To the rear of these show rooms is 
the parts department. The ex- 
treme rear of the second floor is 
devoted to the main service and re- 
pair division. 








‘New Dealers 
_ Appointed 


OHIO 

Nash—Leader Motor Sales, Inc., 
Cleveland; K. C. Browne, Inc., Co- 
lumbus, 

Willys-Overland—Harry Mathews 
Motors, Cincinnati; Walter Long, 
Cincinnati; Morgan L. Stoldt, Hol- 
gate; Ohio Motor Sales Company, 
East Liverpool; Cone Motor Car 
Company, Athens; Heineman Motor 
& Equipment Company, Port Clin- 
ton. 





PENNSYLVANIA 

Graham-Paige — Harrold Motor 
Company, Greensburg; J. S. Hunter, 
Indiana; J. W. Jordan, McKeesport; 
Charles Goelz, Philadelphia. 

Nash—Willis Motors, Inc., Phila- 
delphia. 

Willys-Overland — Northwestern 
Motor Car Company, Scranton; Hop- 
kins-Brunner, Inc., Philadelphia; 
Paul E. Shirk, Leaman Place. 

South Dakota 

Willys-Overland — Norby 

Hillhead. 


Felton, 


TENNESSEE 
De Soto-Plymouth—Packard Mem- 
phis, Inc., Memphis. 
TEXAS 
Nash—Appel Garage, Branham. 
UTAH 
Willys-Overland—Browning Auto 
Company, Ogden. 
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THE New Ford car is News, with a capital “‘N.” Because of 
its unique meaning to the country as a whole, it is of prime 
interest to business in general, as well as to the automotive 
industry in particular. Its styling and mechanical details will 
be discussed by motor-minded people for weeks to come. 

We particularly call attention to the new low-pile Mohair 
Velvets used for interior trim. In selecting upholstery fabrics, 
the Ford Motor Company was mindful of the modern demand 
for modish tailoring, as well as the need for durability, in 
body interiors. Low-pile Mohair Velvet gave the right answers 
to both of these considerations. 

The low pile of modern Mohair Velvet allows it to tailor 
and trim as Mohair Velvet has never done before. And the pile 


is still the vital third dimension responsible for this fabric’s 


beauty and serviceability. To mention some of these qualitiess 

(1) Modern Mohair Velvet, with its fine tailored appear« 
ance and rich luster, meets every requirement of good style. 
(2) It lasts longer, because wear is absorbed on the tips of the 
pile fibers, which must wear down vertically. (3) It is the 
easiest fabric to clean, because dust and dirt are not ground 
into the surface, and can be quickly removed by brush or 
vacuum cleaner. (4) Spots and stains are easy to remove 
because they are broken up by the pile fibers, instead of 
spreading into solid splotches. (5) Coolness in warm weather 
is due to ventilation provided by the pile fibers. (6) The soft, 
pleasant feel of the low pile, plus the fact that clothing does 
not cling to it, makes this fabric comfortable in any weather. 
(7) Independent tests by leading clothiers show that Mohair 
Velvet causes least wear on passengers’ clothing. (8) Auto- 
mobiles finished in Mohair Velvet command higher resale 


values, because of its general utility and long wear. 


200 MADISON AVENUE, NEW YORK CITY e e e 
MAKERS OF CA-VEL—VELVETS OF ENDURING BEAUTY WMA WGA. OL 


————_——— — 
eo «= ——_—_——— - 





